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NEW ALBUMS! Exciting . . . new designs, choicest papers... . more color, more 
drama, more everything. NU-ART DELUXE, CONTEMPORA and ETCHCRAFT albums 
will elate your every customer . . . cards are priced for every budget. 

NEW NATIVITY-ART ALBUM! Now... NU-ART'’S fabulous religious cards 
are ALL MOUNTED IN ONE ALBUM. If your customers want a religious card... 
they can find it in NATIVITY-ART by NU-ART. 

NEW PLASTIC-TOPPED COUNTER PACKS! Gloriously packaged... they'll 
really sell when you put them on your counter. 

NEW MERCHANDISING AIDS! Four-color counter cards and streamers, stuffers, 
etc... . yours to use for MORE PROFITS EARLIER! 

NEW IMPRINTING PLANTS! NU-ART now has 3 plants (Chicago, Los Angeles, 
New York) to give you 24-HOUR imprinting service regardless of last minute 
Christmas Card rush orders. You can keep your profitable NU-ART ALBUMS on 
your counters until the last minute... and still get split-second delivery in time 
for Christmas mail. 





Look to NU-ART in 1956... 
Q we'll work for you... 
with you...BETTER! 


NU-ART 


ENGRAVING COMPANY 
world's largest exclusive manufacturer 


of fine Christmas Cards. 


5823 North Ravenswood Ave., Dept. E 
Chicago 26, Illinois 





A NEW IDEA IN GIFT TIES THAT 
MAKES EVERYONE AN EXPERT 


S Glunkine’ 


rayon 


TRADE MARK 
JUST THREAD AND PULL FOR PERFECT BOWS EVERY TIME! 


Now from TIE-TIE comes the gift tie with holes. 
You just thread the holes, pull, and presto!— 
there’s a beautiful bow...a bow of smooth 

rayon SATINTONE that’s lustrous on both sides. 
Never a chance of error! No more wasted ribbon! 
Everyone will want THREAD-A-BOW by TIE-TIE. 


® makes nine or more beautiful bows 


© each bolt contains 75 feet of 
perforated % inch rayon SATINTONE 


e retails for $1.00 


© bow-making instructions on the 
back of each bolt 


® pre-packed—2 dozen bolts to a gold 
foil display carton. Free—extra 
demonstration bolt included 


*Pat. applied tor 


CHICAGO PRINTED STRING COMPANY 


2300 Logan Boulevard, Chicago 47, Illinois * 225 Fifth Avenue, New York, N.Y. 
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RUST CRAFT CARDS tatthfully Yours for Fifty Years 


RUST CRAFT PARK 


Sie Necptng twilh the Cccaston 


Typical of the outstanding Rust Craft lines, in this é 
our “Golden Year”, are the new Wedding and Anni- 
versary Cards. Let Rust Craft help you to make this 
your Golden Year for greater volume and profits. 


Be sure to have our representative show you the special group 
of beautiful new Rust Craft Wedding and Anniversary Cards. 


DEDHAM, MASSACHUSETTS 
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" DEAR READER: 


Is there a dealer today who at one 


Ssime or another hasn't felt like pulling 
“his hair because of what seemed like 


an extremely unreasonable action by a 
customer ? 

And more specifically, we'll venture 
to say that most dealers have ap- 
proached the hair-pulling stage over 
the return of merchandise. This is 
an area to which little thought is 
given and in which many dollars are 
expended. Because of the importance 
of controlling the return of merchan- 
dise we are presenting on page 16 
of this issue an article entitled: ‘How 
to Stop a Profit Thief.” 

The article points out that “reduc- 
ing the number of items returned is 
a sure-fire way to increase the profit 
of any office supply store.” Unless 
your profits don’t need increasing and 
unless you have never been the 
slightest bit disturbed by the return 
of merchandise, you'll want to read 
it. 

In the course of their travels and 
chats with many dealers across the 
country MODERN STATIONER | staff 
members meet scores of ineeting 
personalities in the stationery and of- 
fice equipment industry. From them 
we have received many hints on how 
to be helpful, and we have many 
friends. Occasionally, an interesting 
story comes to light. 

From just such an interesting per- 
sonality recently came just such an 
interesting story of a successful depart- 
mental operation in his prosperous 
store. Henry W. Jacobsen, president 
of one of Gary, Indiana’s biggest of- 
fice supply companies related the story 
of his company’s success in selling 
art supplies to a member of our staff 
recently. 

The story was so fascinating and 
so full of thoughts and ideas that 
could easily be helpful to many deal- 
ers that it has been adapted for 
publication in this issue and appears 
On page 22. 
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Tax cut talk is being revived on Capitol Hill as a result of the growing 
prospects of a relatively large budget surplus. The odds, however, are still 
heavily against any sort of reduction in view of the uncompromising attitude 
of the administration. 








It now appears that the end of the current fiscal year, next June 30, 
will show a surplus in excess cf two billion dollars. Score authorities think 
it may be as high as three billion dollars. The cash budget, which includes 
income and expenditures from social security taxes and cther items not figured 
in the national budget, will be more than four billion dollars. 


The argument against reductions in taxes this year is based on: (1) The 
surplus will provide a mild deflationary effect on the economy and (2) apply- 
ing the surplus to the national debt will result in a modest reduction in 
interest on the debt. Interest alone is amounting to around eight trillion 
dollars every year. 


Ve 
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A group of the most influential small business associations in the nation 
have joined to set up a committee whose sole purpose is to lobby in favor of 
the bill by Representative Wright Patman (D.Tex.), which would provide a sub- 
stantial tax reduction on businesses netting less than $25,000 and make up for 
it by raising taxes on those earning above that figure. 








The Patman bill is similar to that by Senator William Fulbright (D.Ark.), 
which is scheduled for hearings before the Senate Finance Committee later this 
Session. The Patman bill, however, would provide greater relief for small 
business and, correspondingly, increase the tax burden for larger firms. 


iieither bill has much of a chance of coming to a vote this session, but 
the principle involved in them has vote appeal and both will again be put before 
Congress next year. 


Higher prices in almost all lines are in prospect for the last half of 
1956. Prospective pay raises in the steel industry will boost the price of 
steel several dollars per ton, and steel price fluctuations are felt in 
scores of important industries. Transportation costs are also on the rise, 
and the increase in the minimum wage is likely to boost prices of items 
hanufactured by low-paid labor in the South, though there appears to be 
wide-spread evasion of the new one dollar minimum in that area. 





The monthly: survey of the economic scene by Commerce Department's 
Office of Business Economics continues optimistic. The latest report states: 














"The national economy has continued to operate at high rates since the 
first of the year. Rising business investment and the steady crowth of the 
more stable elements mand appear to have offset the effects of reduced 
activity in the motor vehicle industry and residential construction. 


Income, employment and business sales have, in the aggregate, shown 
only small changes from the high fourth quarter rates. Consumer prices con- 
tinue steady and wholesale prices continue strong. Prices of nonagricultural 
products in wholesale markets have continued to move up." 


Sales of retailers are lagging slightly behind the record pace set in 
the last quarter of 1955, but the: are running more than four percent above 
the first half of last year. 


Stationers can look ahead to an ever-increasing school supplies business, 





The Census Bureau estimates that elementary school enrollments will rise 
by one million children annually through 1960, for an increase of 20 percent 
Over current enrollments by that time. 


High school enrollment has shown a steady rise of nearly 200,000 annually 
in recent years. Some acceleration is anticipated in the next five years, and 
very large increases beginning about 19600 as large classes entering primary 
schools in 1952 reach high school. 


College enrollments after a bulge at the end of World War II and a sub- 
sequent decline are again on the upswing. The prospective increase is about 
200,000 annually until mid-1960 when a substantial increase is expected. 

The influence of births is most directly reflected in elementary school 
enrollment with a lag corresponding to the ages during which children are in 
these grades--six to 14 years. Births in this country declined substantially 
during the decade of the 1920's and during the first half of the 1930's. 


Births remained below 2.5 million annually through 1940 as compared 
with a previous hich of over three million in 1921. After 1940, tne number 
of births rose abruptly in the first of a series of three advances, pushing 
above three million in 1943, up to 3.8 million in 1947 and then to 4.1 million 
in 1955. This irregular but sustained rise is the basic force necessitating 
a very large expansion in school facilities and supplies as the successive 
waves of larger annual classes matriculate at the various school levels. 


Demand for typewriters with the simplified keyboard may start showinz 
up next year. The General Services Administration is conducting extensive 
tests with it. Complete results are yet to be tabulated, but it looks like 
the new keyooard may increase typists' production by as much as 35 percent. 
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SKYROCKETING SALES 


THE HOTTEST ITEM 
IN THE STATIONERY FIELD TODAY! 


writes, sketches, marks 
on ANY Surface! 


sok ae 


Magic Markers are 

used by an estimated 

1,000,000 people in 

every walk of life 

«* because — it’s the only 

marking device of its kind. Does 
so many jobs like nothing else 
will. It’s easy to use — foolproof — 
no mess — no fuss, just lift its cap. 


Send for 1956 BIG PROFIT Special MAGIC MARKER 
PACKAGE DEALS! Free Sales Aids... 
$50,000 Advertising Program now going on! 


reett Taek 
* * 


Great PROFITS fe 
from this small space! Fac 


The perfect EXTRA-SALE item ™ 
q 

guaranteed shelf life... carded yo] 
or in self-display boxes 


Suggested retail: 


69*.. 


Refills 25¢ 


Slightly higher West Coast << 


Write Fully Pat‘d. U.S.A. “WRITE Bi 
Dept. MS-6 Foreign Pat. Issued ——— 


a 
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SPEEDRY PRODUCTS, INC. 
RICHMOND HILL 18, NEW YORK 


SEND FOR THIS NEW ACE SCOUT STAPLER DISPLAY 


You'll easily sell a lot more ACE SCOUT Stap- 
ling Machines with this attractive new dispenser 
display. Holds a stock of 6 boxed Staplers . . 3 on 
display in front and 3 more right behind! These 
sure-fire sales makers are yours if you'll ask for 
them. Write today! Effective display material and 
folders are also available on other ACE models. 
Just tell us what you need. 














re 
ACE FASTENER CORPORATION —_ 
3415 N. ASHLAND AVE., CHICAGO 13, ILL 
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Technical Fountain Pen 


The “Radiograph” techni- 
cal fountan pen now comes 
in a total of four line widths 
and is available from the 
Koh-I-Noor Pencil Company, 
Bloomsbury, N. J. 

( ‘The latest addition is the 
new No. O extra-fine point- 
section. But, in spite of the 
fineness of the No. O line, 

india ink is said to flow smoothly without clogging. 





Executive Posture Chair 


The Milwaukee Metal Furni- 
ture Company, 101 North Camp- 
bell Avenue, Chicago, has intro- 
duced a new executive posture 
chair, the M-9000. 

This chair has a_ synchro- 
tilt iron and foam rubber back 
and is finished to match all 
standard steel desk manufactur- 
ers’ finishes. It may be uphol- 
stered in 15 colors of naugahyde 
and 25 colors of leather. 


New Spring Notes 


The Eaton Paper Corp. 
Pittsfield, Mass., is featuring 
two new additions to its Slim- 
Jim notes. 

Watercolor notes show a 
view of a quaint coastal fish- 
ing village. There are 10 
notes and envelopes which re- 
tail for 59 cents. 

Festive notes are French- 
fold notes with a gay and colorful jester printed in four-color off- 
set. There are 18 notes and envelopes which retail for $1. 





Religious Greetings 


Rust Craft Greeting Cards, Dedham, Mass. has announced 
that it is packaging a new box of spiritual and religious cards 
called Inspirational Cards. 

Each box contains 10 cards and each carton of the new assort- 
ment 1s shipped with a window display sign and a special counter 
display with reproductions of actual samples. 


Zephyr List Finder 


Zephyr American Corporation, 95 Mor- 
ton Street, New York City, has marketed 
the newest model Autodex, No. A-100 °) 
Hercules. : 

The new list finder is made complete- 
ly of steel with loose-leaf pages. It comes 
in Walnut Grain, Gray Grain, and Blonde 
Grain. The list price is $1.95. 
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Children’s Game Set 


A children’s game set called a 
“Gimmick Box’’ has been put out by 
the Saalfield Publishing Company, 
Saalfield Square, Akron, Ohio. 

The box contains an assortment 
of six activity boards including a 
coloring board, a musical activity 
item with a toy xylophone and ham- 
mer, animal change-abouts, “‘Let’s 
Go Shopping” game, and two pu- 
zles. The retail price is about $2, 











Victor Mark-O-Matic 


The Victor Adding Machine 
Company, 3900 North Rockwell 
Street, Chicago, has announced the 
development of the Mark-O-Matic, 
a machine that automatically prints 
price, tax and code information on 
price tags. 

The machine features a special 
carryover key that “X's” non-tax- 
able items for easy cashier ident- 
fication; retail price keys; tax and 
information title keys; cost code 
keys; and an automatic operation lever for quantity printing of 
labels. It may be used in marking gummed labels, string tags 
and pin tickets 





Chess Tutor 


The E. S. Lowe Company, 
200 Fifth Avenue, New York 
City, has announced a new chess 
game. 

“Chess Tutor’ has been de- 
signed for those persons who 
have found the game too diff- 
cult to play. The game includes 
a set of plastic chessmen, chess 
board and an instruction book, 
“Chess In 30 Minutes.” The 
game retails for $1.98. 








A new writing 
fluid that can't be 
removed from 
paper even though 
made _ invisible by 
eradication or water 
damage was _ intro- 
duced by the W. A. Sheaffer Pen Company, 311 Avenue H, 
Fort Madison, Iowa. 

The new ink, Skrip with RC-35, contains a luminescent ad- 
ditive that is impervious to eradication or water. When exposed 
to ultra-violet light, the additive glows. Both permanent and 
washable types of Skrip ink contain the new additive. The 
ink is available in 12 colors. (Continued on page 42) 
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f acco 
NEW TeNPAK 


of No. 12 and No. 22 ACCO FASTENERS 
Makes Everybody a Prospect 
For This New “Acco First” 


Aggravation of Broken Boxes — 
Eliminated !! 


Counter Display and Self Service — 


Perfection! 


Creates Fast Turnover - helps increase 


store traffic! 


Opens new outlets — for growing sales 
and profits! 


Be ahead — get this new Acco “first” now. You may 
purchase 100 Acco Fasteners — either No. 12 or No. 22 
size — packed 10 Fasteners on a card — 10 cards to the 
box — for a trial order. 


Acco Fasteners No. 12 and 22 are also available in boxes 


of 50. 


ACCO PRODUCTS, Ine. 


Ogdensburg, New York 
In Canada: Acco Canadian Co., Ltd., Toronto 
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Where are 
your customers 
buying 

Box Cards 


Just give them 
a chance and they’ll buy 
them from you. 


Here’s all you need: 
This modern, revolving counter 
display rack, holding 24 dozen 
Box Card designs, and 15 sq. 
inches of display space. Rack, 
complete with cards, $41.95. 
Rack alone, $5.95. All prices 
F.0.B. Los Angeles. 


We're introducing our 
Christmas album, display rack 
and 14 new everyday designs at 
the New York Stationery show, 
Room 960 Hotel New Yorker. 


Send for free brochures. 


Los Angeles - New York 
949 no. fairfax ave. 
los angeles 46 
california 


e a box card is a box card is a box card 
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Growing 
4 New Pencil Display 


A new pencil display merchan- 
diser was introduced by the Eber- 
hard Faber Pencil Company, 37 
Greenpoint Avenue, Brooklyn, N. Y. 

This new counter stand contains 
24 eight-pencil packs of Nu-Tone 
penals that sell for 29 cents a 
pack. Each pack of eight has a ra- 
diant pastel (yellow, red, green) in 
assortment with black. 





Plastic Pouches for Staplers 


“Buddy Jr.” staplers are 
now available in pocket-size 
plastic pouches, it has been 
announced by the Wilson 
Jones Company, 209 S. Jef- 
ferson Street, Chicago. 

Included with each stapler 
in the new kit are 1,000 
staples and an_ illustrated 
“how-to-use-it’” folder. Two 
kits are offered: one contains 
a desk top base stapler, the other has a stapler with a staple. 
remover base. The pouches come in four colors: red, yellow, blue 
and tan. Each kit is priced at 98 cents. A counter display is also 
available. 





Men and women everywhere are 
finding the take-it-with-you Pocket 
Stapler a real convenience 


Salesmen, insurance men, doctors, 
lawyers, teachers, students, air line 
hostesses, office workers, housewives 
— everybody praises this pen-size 


stapler 
The market for the Duo-Fast Pocket Slip off the cap Office Machine Stand 
Stapler grows larger and larger and there is your 


handy stapler A new office machine stand, 
the Consolett, is available , from 
Stolper Steel Products Corpora- 
tion, Menomonee Falls, Wis. 
Enclosed on three sides, the 
stand is 28 x 19 x 26) inches 
and is said to be easily mobile. 


Profit on Refills — The demand for 
extra staples keeps increasing. They are 
packed 24 packs of 1000 staples to each 
counter dispenser. Retail price 25c each. 
A sure money-maker for you. 








A Gift of Distinction — Someone is 
always looking for an attractive, un- 
usual, useful gift The Duo-Fast 
Pocket Stapler fills the bill perfectly. 
Has the gift qualities, is gift-boxed, 
and is gift-priced at $2.95 each. 








Helpful Sales Aid — To help you with | #! fai MAGIC New Magic Slate 
your selling job, we furnish display cards, / 
envelope stuffers, window streamers, and 
newspaper mots. 


The Strathmore 
Company, Aurora, 
Ill., has announced 
a new Emmett Kel- 
ly magic slate. 

The slate is 8Y 
x 13 inches and has 
four colors. They 
are packed two 
dozen in a_ novel 
display box. Each 
magic slate retails 
at 25 cents. 





The Duo-Fast Pocket Stapler is growing more popular 
every day Why not order o supply? Send this coupon 
for complete information. 











FASTENER CORPORATION 
860 FLETCHER ST. © CHICAGO 14, ILL 
Please send complete information on the pen-size Duo-Fast 


‘ 
| 
} Pocket Stapler \ 
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retractable 


ball pen 
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is also 


Fast becoming the most-wanted 
ball pen in America because it is 
the greatest pen value ever. Fully 
retractable, smartly styled, high 
quality, exciting colors, smooth 
performance. No pen at any price 
writes better. On handsome self- 
selling displays of 12 or 36 pens. 


ALL-RITE PEN, INC. ADVERTISED tn 
HACKENSACK, N. J. L 


retails at 39 C 
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Sell more customers with these 


3 FAST SELLING LINES 


= CHRISTMAS STARLETS 
oo $1.50 


me 25 cards with envelopes 








CALIFORNIA ARTISTS 
$2.50 


25 cards with envelopes 


=, 


ia CALIFORNIA ARTISTS 
$3.00 


25 cards with envelopes 


(iho 
CALIFORNIA ARTISTS SOLID PACK 


CHRISTMAS CARDS are all top 
flight designs by the country's 
leading artists .. . priced to appeal 
to a wide range of customers 
($1.50, $2.50 and $3.00 per box). 
New, smart packaging has more 
eye-appeal than ever before. 
Stock these three fast selling lines 


CALIFORNIA ARTISTS and sell more customers this year! 


BOXED CHRISTMAS CARDS 


on display at 


NEW YORK STATIONERY SHOW Bowel NEW YORKER 


MAY 13-18 
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ust how good are my records?” 
Ask yourself this question, and 
if you'll allow a truly honest answer, 
you may well have to accept the con- 
clusion that they're not what they 
should be. 

Many stationers today are arriving 
at that conclusion, and they are doing 
something about it. 

But first, why is it that these sta- 
tioners find themselves in the position 
of admitting to inadequate records? 
There is a common reason, They have 
not given their paperwork systems, as 
vital as they are, more than a super- 
ficial study for many years. 

Day-by-day activities have kept 
them busy. Then, when there has 
been time for attention to management 
problems, it has been devoted to what 
seemed like more pressing issues, 
those forced by outside groups — 
retail associations, unions, etc. 
or those connected with promotion 
or display. A pressing personal prob- 
lem — or something similar — al- 
ways seemed to need more immediate 
attention than possible inagcuracies 
that just may exist in the recotds. 

Then, too, this business of studying 
paperwork systems has been consider- 
ed a weighty problem with the high- 
sounding name of “‘records analysis” 
or “work flow management” or any 
one of a dozen others. The stationer 
has shied away and excused his action 
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In my Opinion 


on the grounds that these systems 
studies were for the big stores. 

But don’t you believe it. Many sta- 
tioners who once did believe records 
management is for the big operators, 
finally got a good look at their rec- 
ords. They don’t believe it any long- 
er. Don’t you be a holdout. Take time 
out to do a comprehensive study of 
your records, the flow of your paper- 
work and the controls you have over 
it. Put yourself in the records analysis 
business. Be a records manager. 

According to the National Records 
Management Council, if you are aware 
of your paperwork problems and make 
a conscientious effort to operate ac- 
cording to some records program, you 
can reap considerable benefit. Typical 
results cited by the council are these: 

Elimination of about one-third of 
the records currently in your files. 

A reduction of from 40 to 60 per- 
cent in your paperwork cost. 

A decrease in your equipment needs 
and purchases. 

A reduction of your clerical work- 
load. 

These are the things a lot of sta- 
tioners have discovered, and are do- 
ing something about. By common 
sense and with scientific aid they have 
fashioned records systems that save 
money by improving manpower utili- 
zation, reducing errors and increasing 
efficiency. You can do the same. 





The following general hints con- 
tained in a Small Business Admin- 
istration pamphlet on the subject 
can serve as guides as you analyze 
your records: 

1. Examine each record and form 
to make certain it serves a useful pur- 
pose, does not duplicate another and 
can not be consolidated with another. 

2. Do not file correspondence that 
is not an aid to memory or a signal 
for action. Do not file routine in- 
quiries, comments and information of 
a purely temporary nature. 

3. Overcome the “‘squirrel instinct.” 
Don’t hoard inactive and obsolete 
material. A firm and specific records 
retention is the answer to this prob- 
lem. 

4. Consider microfilming your rec- 
ords. This process speeds administra- 
tion, makes duplicate copies possible, 
protects records from destruction and 
deterioration and saves space. 

Whether you choose to use these 
points as guides or approach an an- 
alysis from a different angle is, of 
course, of little importance. It is im- 
portant, however, that you should 
take a good long look at your records 
and present paperwork system. Then, 
unless you find yourself completely 
satisfied, instigate a new records man- 
agement system. 

It will provide more money and 
fewer headaches. 


MacethO Shaveg 
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R educing the number of items re- 
turned is a sure-fire way to in- 
crease the profit of any office supply 
store. 

For every dollar's worth of mer- 
chandise sold in your store, there is a 
certain operating expense involved. 
Selling time, packaging expense, book- 
keeping expense, and general over- 
head all go into the cost of merchan- 
dise sold. And, when it is returned 
you not only still have the merchan- 
dise but your cost is doubled because 
the sales process must be repeated. 

Returned merchandise is one of 
the invisible profit-robbers of an office 
supply retailer's business. 

Here are some suggestions you may 
find helpful in keeping the dollar vol- 
ume of returned goods at a minimum: 

1. Obviously, many returns would 
be eliminated if the customer bought 
the right merchandise when the 
initial sale was made. A customer who 
buys accounting paper, for instance, 
may find that he has purchased the 
wrong size, color, or style. Making 
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sure that the customer has the right 
merchandise when the first sale is 
made will help keep your net sales 
closer to your gross sales figure. 

When customers buy office sup- 
plies as gifts, it is doubly important 
that the retailer or sales person is sure 
that the right merchandise is being 
sold. Of course, there will be some 
exchanges or returns of gift mer- 
chandise, but if the buyer is question- 
ed carefully, the selection can be made 
to more nearly fit the needs and wants 
of the person receiving the gift. 

2. Many returns can be nipped in 
the bud when the office supply re- 
tailer anticipates the reasons a custo- 
mer will want to return the merchan- 
dise. This can be accomplished by a 
review of past returns to determine the 
most obvious reasons given. 

For instance, in selling filing equip- 
ment a salesman will encounter many 
reasons for returns by keeping an ear 
to the ground during the sale. Some 
people have very definite ideas about 
the best kind and type of filing equip- 


How to 


Gy PROFIT 


ment. A customer may buy one type 
on the recommendation of the sales- 
man and return it a few days later 
for an exchange or a refund. 

This customer may have talked to 
some friend who holds views that 
are directly opposite to those of the 
ofhce supply dealer. The customer 
will be convinced by the ideas and 
arguments presented by his friend 
and will return the merchandise to 
your store. 

This can be avoided by an office 
supply retailer who will anticipate 
the reasons. When selling the mer- 
chandise, he can say something like 
this: “There are some people who will 
disagree with this idea. Everyone is 
entitled to his opinions, but I’m sure 
you will find this best.” 

This return-reducing technique 
plants a positive thought in the cus- 
tomer’s mind. He will hesitate to 
return the merchandise because of the 
presentation of the salesman during 
the original sales transaction. 


3. When people respond to a buy- 
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lf you are searching for ways 


of reducing costs, this article is for 


you. Here are suggestions for 


reducing the number of items returned, 


a sure-fire method of improving 


your profit picture 


ing urge, they have some idea of 
what the office equipment will mean 
to them — easier work, more produc- 
tion, more pride in ownership, etc. 
This is the immediate stimulus to 
buying. It usually is enough to bring 
the sale to a quick and satisfactory 
close. 

Successful office supply dealers and 
sales people have discovered how- 
ever, that by selling the values of the 
product beyond its immediate appeal, 
the customer is more reluctant to re- 
turn the merchandise. For instance, by 
bringing out the immediate appeal of 
a new duplicator, a salesman will 
urge the customer to buy now. He 
can then reduce chance of return by 
planting the ideas that the customer 
will realize greater gain the longer 
he uses the duplicator. 

When this customer considers re- 
turning his purchase, he will think 
about the long-range benefits of own- 
ership and will be hesitant about 
making the return. 

4. Some office supply dealers have 
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found that when they personalize the 
supplies they sell, the number of re- 
turns is greatly curtailed. In fact, the 
returns of personalized items is almost 
zero in stores where a program of 
personalizing the purchase is prac- 
ticed. 

Most customers realize that once 
something has been personalized, it 
cannot be returned. They realize it 
would be most difficult for the retail- 
er to re-sell something that has 
another customer’s name on it. Thus, 
they hesitate to seek a return or ex- 
change from the store. 

5. Many returns are made because 
they are suggested by the office sup- 
ply retailer or the sales person. A 
store that has a policy of accepting 
returns graciously may use this as a 
sales lever to close the sale quicker. 

Listen to these two closing remarks 
by a sales person in an office supply 
store: 

1. “If you don’t find this entirely 

satisfactory, don’t hesitate to 
bring it back.” 


— 


2. “I’m sure you will get years of 
service and enjoyment from 
this.” 

The first statement is an open in- 
vitation to make a return later. It is 
the last remark made as the customer 
leaves your office supply store. He re- 
members it. Then, if for any reason 
the customer decides he doesn’t need 
or shouldn't have purchased the mer- 
chandise, he remembers the final state- 
ment . . . “Don’t hesitate to bring it 
back.” 

He doesn’t . . . hesitate, that is. 

The second statement, on the other 
hand, gives the customer a pleasant 
thought to remember . . . the service 
and satisfaction he will have with his 
purchase. This customer will be re- 
luctant to make a return because he 
will recall the statement that pointed 
out what he would be missing. 

Yes, these suggestions properly ex- 
ecuted by you and your sales people 
can mean vastly reduced returns and 
the resultant lower costs and higher 
profits. 
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rocker blotter, rack pen stand with ball 
point pen and also a loose leaf address 
book, memo box and book ends. They 
are all available in ivory, pink, rose, light 
blue and red. 


American Recordata Institute, Inc., New 
York City, displayed a new home record 
and filing system in one package. Known 
as the Home Manager, it keeps track 
of taxable expenses for income tax 
returns, check and cash books, stamps, 
envelopes and important family papers. 
Four models have been developed that 
retail at $2.95, $3.95, $4.95 and $14.95. 


Barker Greeting Card Company, Cincin- 
noti. Among new ideas in greeting cards 
that were shown for the first time were a 
mink toothbrush card, a card with real 
handcuffs, a real mouse trap card, new 
flying cards and a new Christmas line 
of cards and boxes. 


Box Cards, Los Angeles, offered a new 
studio card rack, a new Christmas album 
and 16 new card designs at the show. 
The new card rack is made of wrought 
iron and holds 24 dozen studio cards. The 
revolving rack sells at $5.95. 


Case Stationery Company, New York City. 
On display was the Master assortment 
of boxed writing paper that retails at 59 
cents or two for $1. This assortment is 
being increased by many new lines of 
decorated and high count stationery boxes 
and will comprise part of the 125 various 
numbers in boxed stationery which will 
be presented at the show. 


Chicago Printed String Company, Chi- 
cago, exhibited its new Tie-Tie “Thread 
A-Bow,’ a new rayon Satintone gift tie 
with a hole in the center. By threading a 
narrow strip of ribbon through a series 
of perforations in the ribbon, a simple 
knot gently gathers the loops together, 
automatically forming a perfect bow. Each 
bolt contains 75 feet of ribbon which 
makes nine or more finished bows. 


Digby Products Ltd., White Plains, N. Y. 
An interchangeable ring binder that was 
designed for many uses was introduced at 
the show. It can be used as a zipper ring 
book, a separate ring book and a separate 
zipper portfolio. The Expando features 
new pyride nylon finish on leather. 


Eaton Paper Corporation, Pittsfield, 
Mass., had on display two new letter 
papers at the New York show. Featured 
will be Jumbo-Lettes, a gift paper for a 
child with gay circus design of a baby 
elephant and monkey playmate. There are 
20 single sheets with guide lines and 20 
envelopes. Diamond White, an ensemble of 
vellum letter sheets and note paper in a 
hinged box of gold, black and geranium 
with 36 club-size single sheets, 24 notes 
and 48 envelopes will be shown. 


Edna Markoe, Inc., New York City. 
A new and original line of Christmas 
cards and imported religious cards from 
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Belgium and English Christmas cards were 
the highlights of this exhibit. Also on 
display was a line of cocktail, baby an- 
nouncements, invitations and _ all-occasion 
cards. 


Emkay Candles, Syracuse, N. Y. A com- 
plete selection of spring and summer 
decorative and novelty candles including 
the new translucent glowing candles, gar- 
den hurricane lamps and insect repellent 
candles was shown by this firm. Also 
on display was the Trim-A-Tree kit and 
a new blend of colors on the big Tom 
turkey candle. 


Fluorescent Lighting Laboratories, Inc., 
New York City. Highlight of its exhibit 
was a new lamp that will be featured 
as a back to school item. The new lamp 
comes in bronze and grey baked enamel 
and has a revolving world globe lamp as 
part of the base. Other lamps to be shown 
are the No. 1901 and No. 524 that come 
in bronze and grey and black, pink, green, 
red and chartreuse. 


Franklin Manufacturing Corp., Norwood, 
Mass. Displayed at the show was a new 
Model X2 pencil stamping machine. It is 
said to personalize 12 pencils very speedily. 


Fred Baumgarten, Atlanta, Ga., display- 
ed new imported Silk-Effect napkins for 
weddings. The new paper wedding napkins 
come in all white or white flecked with 
silver. Also on exhibit will be Dux preci- 
sion pencil sharpeners, knives and silk fans 
and other imports. 


Frederick H. Beach & Company, New 
York City. Among a number of products 
exhibited at the show was a car waste 
basket that fits over the door handle or 
any knob. It is made of real leather 
and comes in red, brown or green with a 
disposable liner. It comes in two sizes and 
retails at $5 for the small and $7.50 for the 
family size. 


Freund-Mayer & Company, New York 
City. Highlight of this display was a 
stem glass mat made of cellulose wadding. 
The mat fits over the stem of a glass like 
a shoe or can be placed under the glass. 
It is said to protcet linens, polished table 
surfaces and clothes from stains. 


Hamilton Specialties, Inc., Boston. 
Highlight of this exhibit was the new 
“Skyline” tier-tray that is made of welded 
steel and comes in olive green, metaltone 
grey, green and brown. The desk accessory 
comes in two sizes — legal or letter. The 
two trays are said to be easily assembled. 


Klein’s Card Lines, Plainview, N. Y., 
exhibited a new line of Kem prints. They 
are Italian American humorous studio 
cards that retail for 25 cents each. Also 
shown were other studio cards. 


Lindenware Company, New York City. 

Introduced was the new ‘‘Pen-O-Rama’’ 

desk sets that are finished in brass. These 
(Continued on page 48) 





This new gayly packaged Walt Disney 
schoolbag was shown by National 


Leather Manufacturing Company. 





Sheaffer Pen offered this ‘‘Special’’ model 
of the Snorkel fountain pen that is 
priced at $7.95. 





Philip Stahl line of new cards. 





Digby Products Ltd. displayed this inter- 
changeable ring binder. 





Chicago Printed String exhibited its new 
“Thread-A-Bow,” a new rayon gift tie 
with a hole in the center. 
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Here is another vital sales message from an 
expert in the field. Presented are selling 
techniques which have unfavorable effects 
on customers. The material 
is based on the viewpoints of buyers, not theory. 
Mr. Salesman, are you guilty? 


Sy C. L£. “Chuck” Lapp, Ph. D. 


Consulting Editor, MODERN STATIONER 


jl good salesmen, whether they 

york inside or outside the 
store, occasionally pause to analyze 
their sales techniques, and in the 
course of the analysis most uncover 
weaknesses or at least areas for im- 
provement. This periodic checking 
is essential to good salesmanship. 

The type of thing that is uncover- 
ed through this kind of self-analysis 
is small — frequently almost in- 
significant. Yet, it is the little things 
that make the big difference in 
sales. 

The best way to point out the un- 
favorable selling techniques which 
office supply salesmen frequently 
find it necessary to remedy is to dis- 
cuss the small items cited recently 
by the buyers themselves. Check the 
following points. Are you guilty, 
Mr. Salesman ? 

Approach: 

Buyers complained that when they 
go into a stationery and supply store 
that salesmen — even those who 
are not busy — don’t seem anxious 
to wait on them. And, after a 
salesman finally listens to their 
needs, he frequently seems indiffer- 
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ent to help find what is wanted. 

Salesmen making outside calls 
come in for somewhat different crit- 
icism. Buyers complained that they 
are approached while busy or while 
talking to someone else. They say 
there seems to be — in these cases 
—a complete lack of awareness that 
the interruption might be annoying. 

Another consideration is the 
handshake. Some prospects interpret a 
handshake as evidence of high pres- 
sure and over familiarity, while 
others accept a handshake as com- 
mon courtesy. Slapping a prospect 
on the back, putting your arm on 
his shoulder or calling him by his 
first name is resented by just enough 
buyers that a salesman even when 
greeting or calling on an established 
account should make certain that 
such an opening will be properly ac- 
cepted. 

Opening Remarks: 

Mistakes such as the following 
were cited in respect to outside sales- 
men: 

(1) Failure to give their own 
name or the name of the company 
they represent. 


(2) Expecting to be given ap 
interview immediately. 

(3) Seldom remembering the 
buyer’s name or — even worse — 
getting it wrong. 

(4) Calling the buyer by his first 
name although the salesman may be 
30 years his junior. 

(5) Not being friendly. Acting 
as if they are in a big hurry. 

Opening remarks such as the fol- 
lowing were felt by many buyers 
to be ineffective: 

“Was just passing by and thought 
I would drop in to see if you want. 
ed anything.” 

“What do you need today?” 

“Got a sure-fire item you can't 
afford to be without!” 

“I would like to sell you.” 

“If I can just have a minute of 
your time...” 

“Would you like to decrease your 
cost on (such and such) 25 percent?” 

“Heard from a good friend of 
yours that you are in the market 
for ————, we have just what you 
need.” 

“How's business ?” 

“Why haven't you been giving me 
any orders?” 

“Have you got anything for me?” 

“Here I am again.” 

“Hot enough for you today?” 

When a salesman opens with the 
question, ‘‘Are you Mr. So and So?” 
and — after getting an identifying 
reply — retorts “Well! You are 
the guy I'm looking for,” a prospect 
isn’t apt to buy. 

Telling the Sales Story: 

Common shortcomings which buy- 
ers cited in respect to the way sales- 
men told their sales story were: 

(1) Don’t know enough about 
their products. 

(2) Often are unable to show 
how one of their products can be 
adapted to my needs. 

(3) Hum and haw around rather 
than saying what they have to say. 

(4) Go into a sales pitch without 
making any attempt to find out 
what a buyer’s needs might be. 

(5) Talk too much _ themselves 
and can’t give the buyer a chance 
to say a word or ask a question. 

(6) Use the slant, “Please buy so 
I can win a contest.” 

(7) Use presentations which are 
either “canned” or completely dis- 
organized. 
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(8) Tell you over and over again 
how successful or satisfied someone 
else was in using one of their pro- 
ducts. 

(9) Talk so loud everyone around 
can hear what they are saying. 

(10) Assume you know all about 
their products and company... or 
nothing at all. 

(11) Repeat the same sale point 
again and again. 

(12) Talk too much about their 
company and not enough about their 
products. 

(13) Brag continuously about big 
sales they have made to other com- 
panies. 

(14) Change their story about the 
same product. 

Demonstrating: 

Buyers felt too few salesmen car- 
ry samples of products they sell. It 
was felt that salesmen talk too much 
und demonstrate too little. When 
they do have samples, their brief- 
cases are so disorganized that it 
takes them too long to find what 
they want to show. It was also 
cited that some bring in samples of 
mechanical products which wouldn't 
work or carry samples of paper 
products which are dirty and messed 
to such extent that they are not at- 
tractive. When demonstrating a 
machine some buyers objected to 
salesmen who go through the com- 
plete story of what a machine can 
do instead of concentrating on how 
the machine will solve their parti- 
cular problem. 

Related Item and Additional Item 

Selling: 

The major gripe with respect to 
additional item selling was that 
salesmen try to sell everything in 
their line without considering the 
buyer's needs. A minority of the 
buyers pointed out that some sales- 
men never think of mentioning ad- 
ditional or related items. Buyers 
also objected to the salesman who 
was chagrined if he couldn’t sew 
up all the office supply and equip- 
ment items purchased in one big 
package deal. 

Quoting Prices: 

Buyers who come into the store 
felt that sales people too oftenshave 
to run to someone else to find out 
the price of an item. Purchasing 
agents indicated that outside sales- 
men have to spend too much time 
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going through their brief cases try- 
ing to find a price quotation. Then, 
too, many buyers felt that both in- 
side and outside salesmen sometimes 
confuse them by quoting too many 
price variations. In a few cases it 
was pointed out that salesmen don’t 
know their prices or don't take time 
to look them up, quoting the price 
as “about” so much. 

In a few cases, it was mentioned 
that some salesmen offer to split 
their commissions with buyers mak- 
ing a poor impression, and buyers 
felt it is not wise for a salesman 
to ask what an item from some other 
source of supply costs. 

Handling Competition: 

Again and again buyers stated 
that they dislike the salesmen who 
criticize competitive salesmen of 
competitive lines. If salesmen make 
accusations, the buyers said, they 
should have evidence to back up 
their viewpoint. A minority of the 
buyers expected salesmen to be able 
to do a better job in comparing the 
quality of their items with that of 
competitive items. 

Asking Questions: 

Buyers did not feel that salesmen 


with whom they have done very lit- 
tle business should ask 
questions such as: 

“Where did you buy such and 
such ?” 

“How much do you pay for that?” 

“Why do you buy from that com- 
pany?” 

“Why don’t you give me any busi- 
ness ?”’ 

Closing the Sale: 

Most typical of mistakes in clos- 
ing reported by buyers was that of 
salesmen begging for business. And, 
a few buyers mentioned that they 
felt some salesmen overwork the 
closing technique, “Give me an or- 
der so I can win a contest.’ Then, 
too, buyers did not like those sales- 
men who, after receiving an order, 
make the buyer feel as if they have 
put something over on him. 

Follow-Up Details: 

Certain after-the-sale details were 
cited by buyers as being neglected 
by some salesmen: 

(1) A “thank-you” after a sale. 

(2) Delivery details. 

(3) Follow-up on complaints. 

(4) Writing up orders properly. 

(5) Follow-up on inquiries. 
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The Seven Vital Parts 


.. In the Successful Sales Training Program 


Every successful sales training program is made up of seven 
vital parts. Does your's have them all. They are: 
1. INDOCTRINATION—What the company is, its functions, 
its history and future prospects. 


PRODUCT KNOWLEDGE-—Specialize information fiom 


department experts, sales manuals and experience of other 


3. SELLING TECHNIQUES—How to open, overcome sales 
resistance, close. Based on the experience of successful 


4. CUSTOMER KNOWLEDGE—Potential sales fields. Who 
buys and the reasons he does. 


. PUBLIC RELATIONS—The psychology of getting along 
with people, publicity, conventions, etc. 


6. PLANNING—How to budget time for greatest product- 


7. COMMUNICATIONS—Importance of contact with office 
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Do you know the current interests of the amateur 
artists in your community? This is the story of a 
stationer who does, and how this knowledge has in- 


creased his sales volume and the traffic in his store 
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o you know in general on what 
D type of work the amateur artists 
of your community are currently con- 
centrating? Do you know what brush- 
es to suggest or shades to recommend 
for these budding artists? In fact, is 
your stock of art supplies anywhere 
near complete ? 

Jacobsen’s of Gary, one of northern 
Indiana's leading stationery and office 
equipment dealers, can answer with 
an emphatic “yes” to each of these 
questions. And largely because it has 
taken an interest in the amateur, as 
well as professional artists in its com- 
munity, has built a volume-boosting 
art supply department in the store. 

Long a department in the Jacobsen 
store, the art supply section has en- 
joyed steady growth to its current 
level of over $24,000 annually. And 
of even greater significance is the 
boost to the store’s over-all volume 
that has been produced by the increas- 
ed traffic caused by the department's 
success. 

The department physically occupies 
a separate room off the store’s main 
retail area. A fabulous supply of art 
stock is on hand, and the room is 
complete with a drawing table where 
presumably customers can test equip- 
ment, match colors, etc. 

The very profitable department isn’t 
one of those successful ideas which 
occasionally just pop into a dealet’s 
mind. It is the product of a long- 
standing interest of Henry W. Jacob- 
sen, company president and an accom- 
plished artist. In fact, so long-standing 
is Jacobsen’s interest in art that the 
present business originated as an art 
supply and sign shop. 

The development follows easily. 
The shop expanded. New merchan- 
dise was added. First it was type- 
writers, then stationery, other office 
supplies, business machines and of- 
fice furniture. Recently a second store 
to accommodate office furniture dis- 
plays was opened. 

But, although the art supply sec- 
tion has become only a department in 
the large operation, it has been main- 
tained as a separate entity, and its 
trafic producing qualities and satis- 
fying volume make it a valuable part 
of the company. 

The unusual success of the art sup- 
ply department leads Jacobsen to re- 
flect that it’s good business to let 
a business reflect the varied interests 
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and personalities of all it principals. 

“Too frequently a dealer tries to 
force his business to reflect the in- 
terest of each and every customer,” 
Jacobsen says, and goes on to point 
out that you can’t have a sincere in- 
terest and detailed knowledge of 
everything. The result is that you 
completely satisfy no one.” 

In support of this contention, 
Jacobsen points to many operations 
which can base their success on inter- 
ests which were effectively and active- 
ly applied to the business. He also 
points out that in many successful es- 
tablishments where no such interest 
is currently reflected, the company was 
originated and started on its way to 
success by such an approach, but the 
interest has subsequently been lost . . . 
much as his art activity has dwindled. 

Jacobsen points to Sturgis, Mich.; 
Valparaiso, Ind.; and Michigan City, 
Ind. for some of the examples of 
stores whose success is based largely 
on a specific interest of the owner or 
some other principal. 

Jacobsen points to one dealer who 
is an outstanding party-goer, party- 
giver and party- entertainer. Seldom 
is there any function in his city that 
he is not invited to attend, and it’s al- 
ways exciting to attend one of his 
parties. He knows the party business, 
because he enjoys parties. What has 
it done for his business? This dealer 
has a thriving business in party sup- 
plies, which he fosters by drawing 
from his wealth of information on 
the subject for his customers. 

Another Jacobsen example is the 
dealer who, because of a former busi- 
ness connection, became vastly inter- 
ested in autographic register machines. 
As a result of this interest and the 
knowledge which accompanied it, he 
has developed a tremendous business 
in designing forms for use in con- 
nection with these machines. 

Another stationer — and this is 
more common than the other examples 
—has always been interested in novel- 
ties, even to the point of designing 
some. A large gift section and vol- 
ume has resulted. 

Jacobsen carries his thoughts on 
interests being applied in business to 
his employees by making certain that 
they are properly placed. 

Jacobsen’s top salesmen, the presi- 
dent points out, is a man who didn't 
want to sell but who has compiled 


a brilliant record in business machine 
volume. Because of his tremendous 
interest in mechanical things, Jacob- 
sen ‘“‘pushed’’ the individual into 
business machine selling, applying his 
interest to the business. The move 
paid off. 

The store's gift section is headed by 
a girl who holds a vast interest in 
that line of material, ‘and the volume 
done in that section is great. 

To Jacobsen there is no doubt of 
the value of putting your personality 
and interest into your business. His 
have been there a long time, and the 
volume of his art supply department 
punctuates his ideas. 

Building the volume in his art 
supply department took many years, 
and it was done by actively participat- 
ing in art activities. First, his parti- 
cipation was on a fulltime commercial 
basis. Then, art became a commercial 
side-line, and finally — as now — 
largely an amateur sideline. But, the 
interest has continued to build traffic 
for the art supply department. 

And, Jacobsen says: “It’s been easy 
to stay interested. There have been 
some exciting and unusual jobs.” 

He recalls one experience in the 
political field. There was a time, you 
will recall, when Democratic party 
funds were not easy to come by. But 
the night before an election the Gary 
party unit had some monies made 
available and wanted signs. Jacobsen 
was called. 

He gathered all the assistance he 
could find, worked all night with his 
rapidly-recruited crew and by morn- 
ing delivered 500 poster signs to the 
party. Some of the signs, he recalls, 
were still wet, but delivery was made. 

One recent job was done on behalf 
of Inland Steel Company in East Chi- 
cago. The big concern needed a 
complete display for meeting pur- 
poses, and again a ‘‘rush’”’ was stamped 
on the project. 

Even with the volume of the de- 
partment built to today’s heights 
Jacobsen continues his art interest, do- 
ing a little commercial work, much 
amateur work and maintaining the 
many contacts that years in the field 
have developed. 

And he intends to continue his 
activities in art to keep building the 
volume in his “sideline’’ department 
for art supplies, his store’s major 
traffic builder. 
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CLARKE & COURTS, Dallas, Tex. 
This pioneer Texas company opened its new 
plant late in March. Contained in the new 2 
ultra-modern building are printing plant, of- | é; 











fices and display rooms, all of which are air 4 
conditioned. A member of the Executive this 
Furniture Guild an unusually large display 
area for office furniture is provided at the best 
front of the store. Ample parking space hos E 
also been made available. | 
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DUPREE OFFICE SUPPLY, Hobbs, | |, 
N. M, Another ultra-modern store in the 
Southwest is this new home of the Dupree - 
Office Supply Company. Again large space lit 
is allotted the display of office furniture in It’: 
the store equipped for self-service. The new 
store is three times as large as the company’s se 
former location. cus 
ex! 
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McCLAIN AND HEDMAN COMPANY, St. Paul, Minn. The swing to self-selection is also reflected in newly remodel- 


N 

ed home of this leading St. Paul dealer. The February opening of the revitalized store came exactly 10 years after the grand open- n 
ing of the store. At left is pictured the store’s well-illuminated stationery department, looking to the rear from the check-out T 
n 


a on office furniture and office layout is depicted to the right. A model office and office planning center 
is combined. 


24 MODERN STATIONER. MAY, 1956 











Tex. 
its new 
the new 
lant, of- 
1 are air 
‘xecutive 

display 
1 at the 
pace has 


Hobbs, 
: in the 
Dupree 
e space 
iture in 
fhe new 
mpany’s 








It Takes a 


“Zittle Extra’’ 


to Make a 
Salesman 


Do your salesmen apply a “‘little extra” in 
each of the many facets of their activities? 


Here an outstanging Chicago salesman tells 





of achieving success by such application 


\quations for sales success number 
4 many, and few will claim that 
this one or that provides the one 
best answer. 

Earl Meltzer, vice president of 
Reliable Stationery Company in Chi- 
cago, will, however, lay claim to 
one of the simplest and shortest 
equations on the subject. Look it 
over: 

LX (little extra) - SS (sales 

superiority ) 

According to Meltzer, who be- 
sides serving as vice president is the 
company’s star salesman, it is that 
“little extra” that makes a salesman. 
It's that “little extra’’ in selling your- 
self. It's that “little extra’’ you do in 
customer analysis. It’s that “‘little 
extra” you do in product research. 
And, when all of these are heaped 
together, it’s that “‘little extra’’ you 
do in the first five minutes of your 
presentation. 

“It's in your presentation that all 
these little extras show themselves,” 
says Meltzer. “How well you sold 
yourself during your last visit deter- 
mines the nature of your reception. 
How well versed you are on your 
product determines how much the 
customer will respect your recom- 
mendations. How well you have an- 
alyzed the customer determines how 
well your approach will be accepted. 
And, all future successes will de- 
pend on your current presentation.” 

“When I speak of presentation,” 
Meltzer says, “I mean the first five 
minutes of a visit with a customer. 
This is the all-important time. In 
many cases it’s all you get, and — 
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with rare exceptions where big 
orders are involved — it’s all you 
can afford. What's more a presen- 
tation can sour easily after its initial 
punch.” 

But Meltzer doesn’t leave the 
problem at the stage of the unsold 
equation. He willingly enlarges on 
what is obviously a favorite subject 
of his, salesmanship. 

The “little extra’ he refers to in 
connection with selling yourself is 
the little extra it takes to convince 
the prospective customer — not just 
tell him — that you are the kind of 
salesman who is interested in helping 
DIM... to convince him that you 
are the one who can serve his firm best 
and minimize the headaches he suffers 
in supplying 50 or 500 people with 
the vital tools. 

It may mean added hours of physi- 
cal assistance, days of product re- 
search or it may only be a well placed 
statement that convinces, but what- 
ever it is, it’s a “‘little extra.” 

All salesmen keep some sort of 
record of calls and customer in- 
formation. Some are required to do 
so, and keep only minimum records. 
Some don’t realize the total value of 
records, and keep records compar- 
able to their understanding. Here’s 
where a “little extra” in customer 
analysis begins ..... with a “‘little 
extra” in record keeping. 

Which buyers need help and 
which know the products as well as 
the salesman? Which know what 
pencil reproduces on a sixth copy, 
for example? Where is top-level ap- 
proval necessary? What likes and 






dislikes belong to whom? All of 
these questions can be answered by 
a good record system which is main- 
tained with a “‘little extra’ care, and 
the answers form the basis for the 
successful preparation of the sales 
approach. 

And then there is the all-impor- 
tant “‘little extra” in the preparation 
and conduct of the presentation. 

Meltzer says there are no rules 
for doing a “little extra” in prepar- 
ing or making a presentation. He 
feels that there are three very im- 
portant “musts” in making a good 
presentation, but the “little extra” 
comes in the carrying out of these 
general requirements, 

First, Meltzer says that a salesman 
must always be considerate of his 
customer’s time. He should realize 
that he is interrupting the customer's 
work. “Little extras” like having the 
proper catalogues out and open, 
when possible, help carry out this 
requirement. 

Second, Meltzer feels that a con- 
versation piece is essential. A ‘‘little 
extra” in preparing it will help. Re- 
search to determine the customer’s 
interests is one example. Other ideas 
which Meltzer presents are samples 
and specials. 

“I've found,” says the Chicago 
salesman, “that people like to play 
with things. Hand a man a stapler, 
and he'll undoubtedly start squeez- 
ing staples out. Samples like this 
make good conversation pieces.” 

“Then we use ‘specials’ as conver- 
sation pieces, too. We always use 
items of common use, like rubber 
bands, staples and that type of 
thing.” 

Meltzer considers appearance and 
delivery the third important “must” 
in presentation, and his advice is 
simple. Don’t overdo either. 

“Danger lies in ‘placing yourself 
above the customer’,” Meltzer warns. 
“You must be neat, but not dressed 
more expensively than your cus- 
tomer. You must speak intelligently, 
but not ‘snow’ him with big words 
he doesn’t understand.” 

These suggestions, Meltzer hastens 
to make clear, can help make a 
presentation satisfactory, but it takes 
a “little extra” to make it outstanding. 
Just like it takes a “little extra” 
throughout to make the salesman 
outstanding. 
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BOX ASSORTMENTS -— 


Sn magnificent full natural color that ) 
"sls on sight” 





THE BELL ASSORTMENT — 


A smart, stylish assortment of beautiful, full natural color cards 
in the new slim shape. Packed in long thin box with 1 each of 
18 styles, double stacked. 

RETAIL PRICE OF $1.00 


MADONNA BOX — 


A magnificent assortment of deeply religious cards. All in 
full natural color. Individual box with 2 each of 9 styles 
packed singly. 

RETAIL PRICE OF $1.00 





SCRIPTURE BOX — 


Full, natural color religious cards with scripture text, Individual 
box with 2 each of 9 styles, packed singly. 
RETAIL PRICE OF $1.00 


ESPECIALLY FOR MEN — 


A selection of 5 sport numbers featuring hunting, fishing and 
golf. Executives will not pass these up. In full natural color. 
Individual box containing 15 cards. 

RETAIL PRICE OF $1.25 


SOLID PAKS — 


25 new slim cards in a colorful box, double stacked, Cards are 
in full natural color — solid packed (25 of 1 style). 
RETAIL PRICE OF $1.60 


newbury art guild 


A DIVISION OF PLASTICHROME GREETINGS, INC. 


400 newbury street - boston - massachusetts 











THIS HANDY, COMPACT DISPLAY UNIT 
FEATURES A FINE ASSORTMENT OF 
CARDS FOR PERSONAL CHRISTMAS GREETINGS 


© Is Always In View — Gives Impulse Buying Appeal 

© Makes Selling of Personal Greetings Easy 

© Replaces Cumbersome Counter Books 

¢ A Self-Merchandiser — Takes but Inches of Space 
3 price ee ae ee 





A Fast, Dependable, Accurate, , Hgh-Qoatty imprint Service. 


Speedy service permits use of display to 
ms ht oe 


You sll ty fom the coer merchandise 





A tasteful selection of smart, alll new, cards — 
specially designed as personals, Many are in popular, 
full natural color — they actually sell themselves. 


FOR FURTHER INFORMATION AND 
SAMPLES WRITE 


newbury art guild 


A DIVISION OF PLASTICHROME GREETINGS, INC. 


400 newbury street - boston - massachusetts 

































IN PERSONAL 


CHRISTMAS CARD 


MERCHANDISING 





SEE OUR REGULAR BOXED ASSORTMENTS 














John Wyatt Appointed 
To Davidson Staff 

John W. Wyatt has been appointed 
to the advertising sales staff of the 
Davidson Pub- 
lishing Company, 
Duluth and New 
York _ business 
paper publisher, 
it has been an- 
nounced by 
Kober‘ Edgell 
executive vice 
president. 

Wyatt will 





Wyatt 
serve as Eastern representative for 
three Davidson monthly publications: 
MODERN STATIONER, MODERN RE- 
TAILING and PAPER SALES, and their 


associated 
dailies. 

For the past five years, Wyatt was 
associated with the Chilton Company, 
where he was first associate editor of 
Boot & Shoe Recorder and then sales 
representative of Jeweler’s Circular- 
Keystone. He is a graduate of New 
York University, and during World 
War II served in the Pacific Theater 
as a major in the Marine Corps. 


annuals and = convention 


Stationer Appointed 
Springfield Rotary Head 

H. Walter Hanson, Jr., has been 
elected new presidnt of the Rotary 
Club of Springfield, Il. 

Hanson is president and general 
manager of Jefferson’s Stationers, Inc. 
He succeeds Robert L. Conn, who 
was elected vice president. 


Ditto Appoints 
Sales Managers 

Ditto, Inc., has announced the ap- 
pointment of four men as general 
sales managers. 

Named to new posts are W. M. 
Hinton, Western division; Louis 
Amato, Midwest division; W. H. 
Greenholt, Central division; and E. H. 
Gibson, Eastern division. 
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The Heyer Corporation, Chicago, has purchased the entire assets of Queen 
Ribbon and Carbon Company, Corona, L.I., N. Y., it has been announced. 

Queen manvfactures all types of carbon paper and ribbons, while Heyer 
makes duplicators and supplies for all duplicating processes including spirit, 
stencil and gelatin. 

HENry RING, JR. and DoNALD RING will continue in the active management ot 
the Queen Company in cooperation with ARTHUR ZITT who will also continue as 
manager vf the eastern branch of Heyer’s Duplicators and Supplies Division. 

* * * 

The Cincinnati Time Recorder Company, manufacturer of time recording 
machines will establish a factory branch and subsidiary sales service office in 
San Francisco, it has been announced. 

J. ELLDON STERN, presently advertising and sales promotion director, will 
be vice president and general manager of the local office. 

x * * 


Now located in new quarters is the Yale Filing Supply Company thai 
moved to 423 E. Third Street, Los Angeles. 

It is said that the new space will afford the opportunity to add new 
machinery. Additional equipment has been added to the ruling department to the 
extent that production on ruled forms ana index cards is expected to be tripled. 

Everett Waddey Company, stationers, will open a branch store in the new 
Willow Lawn Shopping Center, Richmond, Va., it was announced by William 
Wise Boxley, president. 

The new store will have 2,200 square feet of floor space. The shopping 
center is expected to open in the fall. 

Celebrating its 50th anniversary in business last month was the Omaha Ste- 
tionery Company, Omaha. 

The store was founded in 1906. Officers are: H. M. GOULDING, president; 
R. E. JOHNSON, vice president and treasurer; and Tep LECHNER, secretary. 

# + * 


After more than a half-century in the field of transportation, RoBert O. 
POWELSON retired May Ist from the position of assistant general manager of the 
Western Tablet and Stationery Company and as manager of that firm's traflic 
and transportation department. 

* * * 

It has been announced that SiIpNEY S. ANDERSON, Lincoln. Neb., was elected 
regional governor of the National Stationery and Office Equipment Association. 

Louis B. Biair, Velda Village, St. Louis, was named a co-chairman of 
the 1957 convention of the Association at the regional convention in Omaha. 

* z * 

The Oxford Paper Company announced that WiLLiAM H. CHISHOLM was 
elected president of the firm and that Rex W. Hovey was named vice chairman 
of the board. 

Chisholm joined the’ company in 1940 and was elected a member of the 
board of directors in 1950. He has been vice president since that time. 

bf * % 


Kart R. VAN TASSEL has been named to the new position of executive vice 
president of the A. B. Dick Company, Chicago. 

He will guide the activities of the vice presidents heading the firm's five 
major divisions, sales, manufacturing, research and engineering, personnel, and 
controller. 

% * * 

The appointment of two new members to the board of directors of the 
Esterbrook Pen Company, Camden, N. J., has been announced by Sypney E. 
LONGMAID, president. 

The new directors are WitBuR H. NorToN and BRADFORD SMITH, JR. Norton 
is president and director of the R. M. Hollingshead Corporation and Smith is vice 
president of the North America Companies. 

Three officials of the Charles R. Hadley Company, Los Angeles, have been 
elected to the Todd Company board of directors. 

Elected were ROBERT R. W’EBB, executive vice president of Hadley; 
A. E. STIMSON, secretary and treasurer; and WILLIAM C. JOHNSON, general 
sales manager. 

* * * 

The Carter's Ink Company announced the appointment of JOHN M. FISHER 
as director of marketing. He will coordinate and direct all marketing activities 
of the firm—sales, market planning and advertising. 
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prestige quality...progressive style 


FIAIR-Line MEETS YOUR CUSTOMERS’ NEEDS! 


Get FLAIR for Easy Sales...Fast Turnover...B/G Profits! 


It’s FLAIR for the eye-appeal of smart design . . . luxurious hand- 
rubbed solid Walnut frames . . . comfort construction under rich, 
“leather-looking” Mur-Mill extra-heavy VINYL CLOTH uphol- 
stery in a vast range of distinctive colors. It’s FLAIR, 

too, for positively irresistible buy-appeal! Ask your 

Mur-Mill representative or write TODAY for catalog! 





A Z CHAIRS FOR EVERYBODY 


DISCOUNT 
Y 
a, 
hy Inc. OWENSBORO, KY. 
ise ment appears in leading trade publications 





NEWS. 


May 20th to 24th; 
Dates of NOMA Show 

The National Office Management 
Association’s show will be held in 
Philadelphia’s Convention Hall May 
20th to 24th. 

The latest in office machinery, 
equipment, furniture and supplies will 
be shown, and many new products will 
be seen publicly for the first time. 


a es be oS Oo & © OO OD 


The 37th annual International Con- 
ference will be packed with technical 
sessions to give insight into better 
office methods and procedures and im- 
portant information on the automa- 
tion of office work. 

Developments in such fields as 
“Methods and Procedures,” ‘‘Elec- 
tronic Application — Small Organiza- 
tion,” “Forms Control,”’ 
visory Problems in the Office” will b> 
explained. 





“PEN-0-RAMA” 


By Lindenware 


DESK SETS 


New Line — New Thinking — New Ideas 


Unique, Novel, 


Attractive and Useful Desk Sets complete with pens, 


finished in Sunshine Brass. Standard well-known refills will fit pens. 
Their good looks will make them BEST SELLERS. 


#301—Cadette—Stationery Hold- 
er complete with two pens. 


#303—Smoker — Complete with 
ashtray and two pens. 


#305—Pens & Clips — Complete 
with tray and two pens. 


‘ 
el 


#302—Planter — Complete with 
planter cup and one pen. 


| lf 


#304—Collector — Complete with 
two pens. 


/. 
<i 
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#306—Memo Tenda-Complete 
with pad and two pens. 


Every bit Kd e@ $3.00 Seller — Yours to sell for $1.98 up. COST: $14.40 per dozen 
PACKING: 2 doz. to carton (choice of any two styles) individually boxed — 


TERMS: are Net 30 days F.0.B. New York City — DELIVERY: 


Immed'ate. 


Some choice territories available for representation. 


Advertising Plan Available, 


LINDENWARE COMPANY 


51 GREENE ST., NEW YORK 13, N. Y. 


CANAL 6-5635-6 





and ‘‘Super- 





Directors. New directors of the Wood 
Office Furniture Institute are seated 
left to right: Douglas Whitlock, Wash. 
ington attorney; Raphael Blessinger, 
Jasper Desk Company; and Moselle 
Taylor Meals, Taylor Chair Company. 
Standing left to right are: C. L. Petti- 
bone, B. L. Marble Chair Company; T, 
R. Pitts, Myrtle Desk Company; and 
Sterling Lord, Leopold Company. Several 
directors were absent from this picture, 


Esterbrook Pen Names 
Two Representatives 

The Esterbrook Pen Company has 
announced the appointment of two 
new sales representatives. 






ai 
Holliday 

Harold E. Holliday has been named 
to cover North and South Carolina 
and parts of Virginia, Kentucky, Ten- 
nessee and West Virginia. 

Charles $. Murray has been appoint- 
ed to cover major portions of Mis- 
souri and Indiana, plus some areas 
of neighboring states. 





Murray 


Monsanto Reelects 
Board of Directors 

All members of Monsanto Chemical 
Company's board of directors have 
been reelected at the firm’s annual 
shareowners’ meeting. 

They are Edgar M. Queeny, Chat- 
les Allen Thomas, Francis J. Curtis, 
John L. Gillis, Carroll A. Hochwalt, 
Edward A. O'Neal, Jr., William W. 
Schneider and Felix N. Williams, all 
of St. Louis; Thomas H. Barton and 
Trueman M. Martin of El Dorado, 
Ark.; Charles S$. Cheston of Philadel- 
phia and Frederick M. Eaton of New 
York. 
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The CROWN Line of MARKING DEVICES 
for intrinsic values in ‘‘ALL ‘ROUND 
QUALITY” and SERVICE literally 


WILL OPEN YOUR EYES! 


' 
CROWN products are engineered specifically 
' 


Any time and every time.. 4 


the YELLOW BOX LINE is best! under highest standards to meet your 


most rigid requirements. For that PEAK 
‘ 
PERFORMANCE at all'times, insist on 


Time-tried. .. quality-proved : Mel OWN LE Me 


... customer-preferred! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 


amed 
your buying, streamlines your inven- 


rolina 
Ten- tory, cuts your handling’ costs, saves 

you money! From one source — with 

point- 
Mis- 

areas 


one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 


Concentrate on the Yellow Box Line 
— the line that’s best for you! 


OAKVILLE COMPANY DIVISION 
SCOVILL MANUFACTURING COMPANY 
Waterbury 20, Connecticut 
New York @ Philadelphia © Boston ® Chicago ® San Francisco 
In Canada: Brown Bros., Ltd., Toronto 2 

Orders available from stock 
for faster delivery. Write today for further 


particulars and descriptive literature! 


R. A. STEWART AND COMPANY, INC. 
80 Duane Street « New York 7, New York 








NEWS 


Firms Release 
Annual Reports 

New records for revenue and earn- 
ings in 1955 have been reported in 
a number of annual reports put out 
by several firms. 

The Burroughs Corporation and 
its subsidiaries, including operations 
of the Todd Company and Charles 
R. Hadley Company recorded a new 
high in revenue — $218,592,481 in 
1955, an increase of 29 percent over 
the 1954 figure of $169,099,093. 
After provisions for income taxes, 
earnings for the firm were $12,149,- 
753, or $2.19 per share in 1955. 

Sales for 1955 from Monsanto 
Chemical Company amounted to 
$522,349,097. Net income was $42,- 
169,970 which, after provision for 
preference dividends, was equal to 
$1.98 a share. Because of the Lion 
Oil merger, sales and income are 
not strictly comparable with those 
reported for 1954. However, sales 
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were 18.6 percent more than the 
combined sales of the two firms for 
1954, and net income increased 21.3 
percent. 

Dennison Manufacturing Com- 
pany reported earnings of $2,404,- 
000 for 1955, which represents an 
increase of 11.3 percent over the pre- 
ious year. Sales increased 5 percent 
from $36,911,000 in 1954 to $38,- 
744,000 in 1955. Stock per common 
share earned $3.96 compared to 
$3.52 in 1954. 

Art Metal Construction, manu- 
facturers of steel office furniture, 
reported a net income of $3,087,972 
compared to $2,613,595 the previous 
year. Share earnings were $5.18. 

The annual report of Pitney- 
Bowes, Inc., makers of postage 
meters and business machines, reach- 
ed record levels in 1955 with net 
profit amounting to $3,566,122, 
equal to $2.82 per share. Pretax 
earnings were $7,595,122, up 25 per- 
cent from the prior year’s $6,078,467. 
Gross income from sales, rentals 


and service billings totaled $39,259. 
213, compared to $34,986,108 the 
year before. 

An annual statement from Joseph 
Dixon Crucible Company reports 
sales during 1955 were at a record 
high figure of $11,633,337 and carn. 
ings per share were $1.51 compared 
to $1.07 in the preceding year. 


Ennis Tag Appoints 
Sales Representative 

G. M. (Greg) Gregory has been ap. 
pointed sales representative for the 
Ennis Tag and Sales Book Company 
and the American Carbon Paper Man- 
ufacturing Company. 

He succeeds the late Mr. Scott D. 
Denny. Gregory will cover a large 
part of Texas. 


Stahl Changes Card Name 

Philip Stahl, Pelham, N. Y., dis- 
tributor of studio card lines, announces 
a change of name for his own personal 
line. Formerly Stahl Cards, they will 
now be called Signet Cards. 
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FATHERS DAY GIFT 
PROFITS 








WRITE TODAY FOR COMPLETE INFORMATION — 


ape MANUFACTURING COMPANY os 


The Most Complete Plastic Game Line 


VICTORY or CHICAGO 


A = | Estab 


1738 West Arcade Place * 


fem 


Chicago 12, Illinois 





lished in 1930 
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NOW 
AT LAST! 
AN NSOEA 
CONVENTION DAILY 





Yes, now at last Davidson Publishing Company brings you a long-needed 
daily publication exclusively serving everyone who attends the annual con- 
ventions of the National Stationery and Office Equipment Association. 

To exhibitors, it offers a tailormade advertising opportunity for every day 
of the convention. To everyone attending or in any way taking part in the 
sprawling show, it provides a daily guide and information source never 
before available. 

This colorful, pictureful, newsy tabloid was created to serve you no matter 
what part you may play in the 1956 NSOEA Conventions. Five thousand 
copies of MODERN STATIONER CONVENTION DAILY will be dis- 
tributed at sunrise throughout Chicago’s Conrad Hilton and other convention 
hotels every morning of the convention. 

Look for this brand new daily and read it with your morning coffee every day 
that you are in Chicago this fall. If you have an advertising message to get 
across at this NSOEA Convention, now is the time to make your reservations. 
Contact the Davidson Publishing Company office nearest you. 


MODERN STATIONER CONVENTION DAILY 


DAVIDSON PUBLISHING COMPANY 


New York, 250 Fifth Avenue, MUrray Hill 3-4723 Chicago, 540 North Michigan Avenue, WHitehall 4-5407 
Los Angeles, 3137 Kelton Avenue, BRadshaw 2-1456 Duluth, 405 East Superior Street, RAndolph 7-2963 
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On Voyage to Spain 

Fred L. Cranston, president of Rust 
Craft Ltd., Toronto, sailed for Spain 
in an effort to make that country the 
seventh foreign land in which Rust 
Craft Cards are manufactured. 

Other countries already part of the 
firm’s international organization are 
Great Britain, Canada, Brazil, Aus- 
trailia, South Africa and New Zealand. 


Esterbrook Board 
Chairman Retires 

The retirement of Albert G. Frost, 
chairman of the board of the Ester- 
brook Pen Com- 
pany, has been 
announced by 
Sydney E. Long- 
maid, _ president 
of the firm. 

He had been 
with the company 
for more than 25 
years and in the 
writing instru- 





Frost 


ment industry for more than 35 years. 
He has served 
president, president and board chair- 
man. 

Frost was a charter member of the 
Executive Committee of the Fountain 
Pen and Mechanical Pencil Manu- 
facturers’ Association and also is very 
active in community affairs. 


successively as vice 


Pratt Appoints 

Pratt and Austin Company, manu- 
facturers of boxed letter papers, an- 
nounced the appointment of Al Wil- 
liamson to cover the Middle-West 
territory. 


A. B. Dick Appoints 
Four to New Posts 

Regional sales managers in four 
cities were announced by the A. B. 
Dick Company. 

Harold N. Cheney will head the 
Atlanta, Ga., office; J. G. C. Creal 
will manage the New York City office; 
N. H. Vanek will go to Dallas; and 
B. A. Wilson, will head the Pitts- 
burgh office. 
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ANOTHER 


Fisher 
PIRST{ 


to announce a remarkable new 
point for the Ball Pen Refill... . 





Starts ecsier—writes smoother and better 
than ever before. 


Precision built to insure a greater writing 
ease. 


New improved design—now fits more pens 
than ever before including Waterman 
and Sheaffer. 


NO EXTRA COST 


Retail Price 


Se 49< 


Per Doz. 
Retoll Valve.............. $6.86'5, "7 
(Fisher Dozen of 14—14 x 49c) 


Dedials Gee... ox cocsecsss $3.60 = Per 


Gross Prefit 47.5% 
Order from Your WHOLESALER 
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with 12 (a Fisher dozen) 


“We believe that the future of America will rise or 
fall with the success of small independent business. 
Our policies are dedicated to: A more nearly equal 
break for the Independent Merchant. 


The Fisher refill is fair traded at 49c each.” 


R14 eC Faken 


Owner of the Fisher Pen Co. 





DURILIU WETOIND 


Fisher 1-FOR-ALL 


Refill 






Fine 


L6ty 


UL Lipp 


om Old Bal Pens 


r 
Ite Like New j 


White & Wyckoff Names 
New York Manager 

Edward V. Jungbluth has been ap- 
pointed the New York office and 
salesroom mana- 
ger of White & 
Wyckoff Manu- 
facturing Com. 
pany, it has been 
announced. 

J. E. Hollwedel 
is no longer con- 





nected with 
White & Wyck. 
Jungbluth off. Jungbluth 


has been in Texas and Oklahoma on 
the sales force. His successor in those 
states will be Vincent G. Zubras. 


A Goodbye Wave. Mr. and Mn. 
Joseph Lo Piccolo, Fair Haven, N. J. 
are shown leaving for a prize trip to 
Bermuda after winning a national Mass- 
linn display contest. The couple are 
owners of the Candle Light Shop. The 
prize was awarded for the best display 
of Masslinn disposable napkins, towels, 
and tablecloths. 


Burroughs Presents 
Achievement Award 

The dealer division, Burroughs 
Corporation, has cited its central re- 
gional dealer sales staff with a sales 
achievement award for the last quar- 
ter of 1955. 

Presentaion of the award was made 
by Robert J. Sanders, dealer sales man- 
ager at a three-day conference in St. 
Louis. 

Honored at the award ceremony 
were: G. H. Correll, regional mat 
ager; D. L. Hoener, manager, region 
al dealer sales, and M. W. Laird and 
M. E. Clements, regional dealer sales 
representatives. 
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Ke Smatt . . 


CARRY THE NEW 


WEBSTER’S 


Vest-Pocker 
DICTIONARY 


$950 L 













THE BEST! 


More than 25,000 
words. Genuine 
leather-bound, and 
it’s a Webster! 
Also simulated 
leather 


FOLLETT 


1010 W. Washington Blvd. 
Chicago 7, Illinois 














La Salle tor ouatity 


Traditional —- Contemporary — Modern 
Office Accessories 





Nos. 





272 to 277 242" deep — 


5-5/8" diameter at top screen 





. TA-11A Walnut 





. 8A — 12A Walnut 





LaSalle Products Company 


2216 North Clybourn, Chicago 14, Illinois 


Ash Trays—Floor Smokers. 
Screen tops, closed snuffer 
types, glass liners. Walnut, 


Brass, Genuine Bronze, An- 
odized Aluminum, Chrome 
Plated and baked finishes. 


Nos. 272—277 from $3.00 
list for Coiored Receptacles 
with Chrome Screen to 
$8.50 for Jewelers Bronze. 
Companion Smokers from 
$9.00 to $20.00 list. 


Two styles—two sizes Wai- 
nut Trays. 6° Crystal or 
Amber Glass Liners $4.00, 
8’ $5.00 list. Walnut Floor 
Smokers from $18.00 to 
$24.00 list. Three smokers 
with Tapered Posts and 
Brass _ Ferrules—two with 
Satin Brass Handles—heavi- 
ly weighted bases. 


Write for complete catalog 
covering Ash Trays, Smokers 
and Costumers. 


Tell us metal furniture line 
handled so we may recom- 
mend suitable finishes. 














for easier profits... 


SELL HANO 
REGISTERS AND FORMS 


Me your Register Forms 
Department a “one 
stop” source .. . Hano is 
today’s complete line... 

17 different Standard Body 
forms ...a popular Hano 
semi-Custom price list for 
the economy-minded, plus 
the most comprehensive 
Custom Register Form List 
available today. Remember, 
there is a Hano form to fit 
every need just as there is a 
Hano Register designed for 
every installation. 

Stop taking grief and 

start making profits — 

sell Hano. Excellent deliv- 
eries, competitive prices, 
top quality ... get your 
form business the easy way. 





REGISTER FORMS 


<~ 


PORTA- PAKS 












REGISTER 
Cash drawer units 


REFOLDERS 
Hand or Electric 
Write for 8 page Hano 
Register Circular plus a 
new “at a glance” survey 
of the available Hano Reg- 
isters and Forms. Some 
dealerships open in the 
South, Southwest and Mid- 
west for established sta- 
tioners. 





COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: 
HOLYOKE, MASSACHUSETTS 


Warehouse and Branch Plant 
MT, OLIVE, ILLINOIS 














Letter Writing Week 
Material Distributed 


visits by mail 


OCTOBER 7013 
NATIONAL LETTER WRITING WEEK 





This is a reproduction of the official 
trade poster for National Letter Writing 
Week. It is available free from spon- 
soring manufacturers. The poster is 18 
x 24-inches on heavy coated stock. 


Distribution of promotion material 
for the 19th annual National Letter 
Writing Week, scheduled for the peri- 
od of October 7th to 13th, is under 
way, according to the Paper Stationery 
and Tablet Manufacturers Association. 

With the participation of the United 





R L. Crain Appoints 

It has been announced that Rolf 
S. Lockeberg has been appointed as- 
sistant to the vice president of R. 
L. Crain Ltd., Ottawa, Ontario, Can- 
ada, 


States postal system, airlines, schools 
and libraries, leading manufacturers of 
correspondence paper will join in this 
annual undertaking to expand the re- 
tail sale of their products and pro- 
mote the values of letter writing. 

Two full color posters are being dis- 
tributed to sponsoring manufacturers 
and to the United States Post Office 
Department. Later they will be dis- 
patched to retail merchants and local 
post offices. 

The theme of this year’s Week, is 
“Letters ... Your Visits By Mail.” 





Many post office patrons will see this 
poster during October 7th to 13th. The 
poster will be distributed to some 25,000 
community post offices. 


Fountain Pens 
Make Music 

Music instead of ink pours out of 
the favorite fountain pens of Ernie 
Walker, San Jose, Calif., assessment 
clerk. 

Walker has converted the fountain 
pens to radios by using the principle 
of the old crystal set. 

To the old pen, he attaches three 
earphone jacks and inserts a slug 
tuner which slides in and out of the 
coil to select the station. He states 
that local radio stations come in “‘loud 
and clear.” 


Deaths 

William F. Eckhard, 62, president 
of Eckhart & Company, bookbind- 
ing firm in Indianapolis, Ind., died 
March 28th. 

Frank W. Coar, 75, associated 
with Paper Manufacturers Company 
for 48 years, died recently. 

Howard Buford Nash, business 
machines dealer of Atlanta, Ga., died 
at his home March 23rd. He was 68 
years old. 

John H. Eggens of Roselle Park, 
N. J., died March 29th. He was a 
former fountain pen manufacturer 
and at one time was in charge of the 
Newark plant of the Waterman Pen 
Company. He was 73 years old. 

Edward J. Cressy, 65, a former 
Seattle stationer, died March 25th. 
Before an illness, he owned the Cressy 
Office Supply Company. 

Scott D. Denny, 61, sales promo- 
tion manager for the Ennis Tag and 
Salesbook Company and the Ameri- 
can Carbon Paper Manufacturing 
Company, Ennis, Tex., died March 
10th. 











NOW 









ARTHUR BROWN &-BRO., INC., 2 W. 46TH ST.,N. Y. 36, 


36 


Indispensable reference 
and pusmhasing guide: 


* Drawing Besteusnente 
* Airbrushes & Compressors 
* Craft Materials & Plastics 
* Picture Frames 


* and hundreds of other 
essential art materials 


Write immediately on your 

company letterhead —you'll = 
receive this valuable catalog 
by return mailat no charge. 














A. D. BUTLER, Inc. P. O. Box 123, FRANKFORT, KY. 


Put this Fixture In Your Store! 


Here's a new low-cost 
fixture that has every- 
thing you want in 
beauty and utility! Easy 
do-it-yourself | assembiy 
is quick and economical. 
This free-standing _ fix- 
ture is fully adjustable 
and gives you improved 
display with greater ca- 
pacity. It’s the biggest, 
best value in the fixture 
field! Matching _ island 
fixtures also available. 


Write today for com- 
lete information on 
horobred Merchandis- 
ers, including convenient 
financing plan. 
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ACTIVITIES 


Detroit NOFA Conference 

The Detroit Chapter of the NOFA 
held a conference April 14th at the 
Whittier Hotel. 

The program included a movie on 
“How to Sell Quality” and a panel 
on “Dealer Aids & Advertising” with 
Harold B. Speicher of Leonard’s Of- 
fice Supply as moderator. 


Detroit Travelers Golf 
(District 5, NSOEA) 

The Motor City Travelers Club 
(Detroit) announces that the travelers 
will handle the annual golf party this 
year. A crowd of 350 is expected at 
Plum Hollow Country Club July 10th. 
There will also be an annual soft ball 
game between stationers and travelers. 

The annual Cleveland golf party 
will be held June 7th at the Lake 
Forest Country Club, Hudson, Ohio. 


The Ron Douglass memorial trophy 
will again be in contention. 

A new date has been announced for 
the anual golf party in Cincinnati. It 
will be held June 14th at the Terrace 
Park Country Club near Milford. 

Welcome to a new NSOEA mem- 
ber—Cities Office Supply Company, 
Taylor Center, Mich. 

Jack Woodworth, formerly of Diehl 
Office Equipment Company, and 
Harold Short have joined the sales 
force of Continental Office Supply 
Company, Columbus. 

Pat Patterson, manufacturers repre- 
sentative, is now also representing 
Ferber Corporation and Ideal School 
Supply Company. 


New Travelers 
(District 9, NSOEA) 

New Travelers are Stan Solar rep- 
resenting Dixie Chrome Products, and 
William Sagendorph, representing 
Guide Systems & Supply, Joshua 
Meier Company and others. 

A number of personnel and dealer 
changes have taken place. John Mc- 


Kim has been assigned Dallas for 
Rogersnap; Monty Broughton is in 
charge of the stationery division at 
Maverick Clarke and Jack Shanklin 
has joined Carpenter Paper. 

Bob Gallagher, Bob Connor and 
Al Bjork have formed the Bob Gal- 
lagher Company at 1304 Nance Street, 
Houston. 

A. N. Duke Jr., has joined the sales 
force of Kuhlmann Office Supply at 
Baton Rouge and Virgil C. Reid, Reid 
Oftice Supply, Lafayette, La., was ap- 
pointed a director of the Louisiana 
Printers and Stationers Association. 

Boren & Malone Company, We- 
woka, Okla., will move to Chickasha, 
Okla., on or about August Ist. 


Canada Convention 

The Stationer’s Guild of Canada 
held its 23rd annual meeting in the 
Sheraton,-Mt. Royal Hotel at Mon- 
treal, Quebec, May 6th to 9th. 

In alternate years the organization 
has an exhibit as well as its business 
sessions and 1956 was the year of an 
exhibit. 
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by 
Paper Art 





I'VE BEEN 


and found that you 
can‘t beat Sphinx 








Another Paper Art first! Decorated paper-china bowls, a NEW 
and USEFUL idea in paper party-ware. You'll want to sell them 
for: cocktail parties, children's parties, picnics, TV-ing, just plain 
snacks, Here: just ONE of FOUR designs, all with napkins to 
match! 

See these, and other new Paper Art 
items when you visit the New York 
Stationery show this month. Drop in at 


Paper Art, Room 603, Hotel New 
Yorker. 





Paper Art Company, Inc. * 24 yrs. in America’s fine stores 
3500 North Arlington Avenue, Ind polis 18, Indi 
@ Please send us your new 1956 Catalog and Order Blank 





Store Name 








Typewriter Papers 
for dependable 
profits. Try Sphinx 
ourself...and see! 


PAPER CORPORATION 


240 WEST [8th STREET NEW YORK Il, N 
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VOLLAND'S 


HOT BOXES 





for a very COOL Yule! 





Look at these smart, fresh, modern 
designs! Just look at them— 
they’re being hailed by buyers 
coast to coast as the pre- 
destined BEST SELLERS for 

next Christmas. 


Let your 
VOLLAND Man 
show you—he’s 

busting with pride! 

And so are we. 


THE P.F. VOLLAND COMPANY 


8 RICHARDS ST. « JOLIET, ILLINOIS 
asa 


GREETING CARDS 
“Straight from the Heart” 





SHL MORE - FARN MORE | 


~ hubide 


The Business Case Line 
Backed By More Advertising 
Than Any Other Brand! 





























Look at this line-up of 
powerful national publi- 
cations working for you 
to make your TUFIDE 
sales easier, faster. 
Millions will see and 
read TUFIDE messages 

. millions will want 
to enjoy the use of 
TUFIDE, America’s 
biggest business and 
student case value. 


For proof, you have but 
to realize that more 
people buy TUFIDE 
than any other brand. 

The sales punch and 
power is there for you 
to use profitably! Tie-in 
with this powerful pro- 
gram with your own ad- 
vertising and store 
displays. 








ONLY TUFIDE OFFERS 
__TEST-PROVED DISPLAYS 
| TO INCREASE YOUR SALES 


3 

' These unique units are also 
Z at your disposal to make your 
; selling job easier, more profit- 
k able. sure to ask your 
Stebco salesman or write 
Stebco for full details on how 
you can use these merchan- 
disers to boost your. saree 
50% — 100% — even %. 


ADVERTISE . = 
pisptay.... se WE Py z 2 


The Only Line of Business Cases with a 


Five — Guarantee 
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Mosler Urges Support 
Of Junior Achievement 





Senator William F. Knowland, (right) 
greets Edwin H. Mosler, Jr., president 
of the Mosler Safe Company at the 
Conference of Business, Education and 
Government for Junior Achievement, Inc. 


Junior Achievement, Inc., is out to 
double the scope of its activities by 
1957, according to Edwin H. Mosler, 
Jr., president of the Mosler Safe Com- 
pany and a national director of the 


learn by-doing organization for Amer- 
ican youth. 

Mosler pointed out that Junior 
Achievement currently includes 40,392 
teen-age boys and girls working in 
2,490 companies in 131 communities 
throughout the nation. 

Its goal, he said, is to double parti- 
cipation in the next two years and a 
campaign is now under way to raise 
$3 million for the expansion. 

“Where no local office exists con- 
tributions and inquiries for initiating 
the program should be addressed to 
National Headquarters, 345 Madison 
Avenue New York City. 


Avery Expands 
Sales Force 

Two men have been appointed sales- 
men at Avery Adhesive Label Cor- 


poration, it was announced by John §. 
Torrey, general sales manager. 

Christopher Malone will work out 
of the Chicago office. He was for. 
merly associated with a greeting card 
manufacturer and has been connected 
with the stationery field for several 
years. 

James McAfee will have headquar- 
ters in the Philadelphia office and 
will service dealers in Virginia, Wash. 
ington, D. C., Delaware, Maryland, 
lower New Jersey and Eastern Pennsyl. 
vania. 


Annual Art Award 
Goes to Henry Luce 

The annual art award, presented 
by the National Art Materials Trade 
Association, was given this year to 
Henry R. Luce, publisher of Time, 
Life and Fortune magazines. 

The award is the fourth one pre- 
sented by the association to distin- 
guished Americans for their leader. 
ship in advancing interest in art. Last 
year President Eisenhower was the 
recipient. 














EXCITING COLORS: Golden 
Glow, Silfrost, Mint Green, 
Holiday Red, Azure Blue and 
Plastic Black. 











OTHER COLORS AVAILABLE 


Ideal for place favors, napkins, matches, 
leather accessories, greeting cards, 
school supplies...tracing, typing and 
advertising novelties. 





Big news for the personalized 
market that never stops growing. 
“Color Foil’? is PERMANENT, never loses 
its original brilliance on paper, leather 

and most other surfaces. ‘‘Color Foil’ is the 
finest ‘autographer’ you ever saw 
. .. priced ’way less than 24K 
gold. . . and is lots more colorful. cate 


LOOK! 90 Square Inches 


Fast selling at 25c Retail. SIX 
3’’x5’’ Sheets of One Color in 
Each Pack. 


36 KITS IN DISPLAY UNIT 


* Religious Cards 
* Smart Cards 
* Tall Cards 





»> 









WYNN IMPRINT, INC. 
7th and Green Sts., Philadelphia 23, Pa. 


assortment, $1.80 per dozen. 





Please send display box containing 36 kits @ $5.40 prepaid if check is 
sent with order. Samples for demonstrators included. Reorders in any 


SORT E OOOO OEE O RHEE ESO ESOT EES S EEE HE EE eEEeeeEeeeee eee 


Pr eee e errr ret r ett t Ty 





FREE 
SAMPLE ON 
REQUEST 


Representative 
and Distributor 
Inquiries Solicited 








* Family Cards 
* Color Photo Cards 





\ 
¥ Unusual Selection of 
Reverent Christmas 


~ 


auch ae 


— A Photographic 


‘SALES LEADERS for 1956 
by Chapel tht rm 


, 






j 


* Luxurious Gold 
an ilver 


Styling 





Latest In * 
Tall Cards 


' 3 Fall Color 


Reproductions 


X Budget Priced 
Family Cards 


LIMITED EDITIONS... 
RESERVE YOUR SAMPLE BOOKS NOW. 


Chapel ed Studios 1123 Washington Avenue © St. Louis 1, Missonri 
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“QQuik- Fr lo” 
| DESK MOISTENER 


DELUXE MODEL 


wee 
$6.95 _ 





STANDARD MODEL 
$3.95 


RUSTPROOF ALUMINUM COVER 
- ROTPROOF NYLON BRUSH 





COLORS 


@ SAND CORAL PINK @ SEA FOAM GREEN @ JET BLACK 


Write today for complete information. 


ea YIKE MANUFACTURING 
4 CORPORATION 


P. O. Box 2 Avenel, New Jersey 






Brief Case 


U.S. Pat. No. D-175,389 












STYLE #71 
Man-sized 1642x112”. 

Exclusive design. Expertly made of 
Vinylite, welded seams, with our famous 
Flexi-Grip zipper — legal-size file folder in- 
serted. Asst’d brown, tan, black, navy, un- 
less specified. $9.00/doz. (wt. 6% Ibs.) 
STYLE #70 Same high quality, simpler 
design, sized 14x11”, letterhead size file 
folder inserted, brown, tan, black. $7.20- 
doz. (wt. 5 Ibs.) 


Can be Imprinted 
Catalogue of 28 fast-selling specialties 
available. Call your jobber, or write: 


ANGLER’S PRODUCTS CO. 
Flushing 58. N. Y. 





























Still Growing - 





STRONG 


We think there are few publishers who do as_ | 
much to fully serve their readers as DPC does. It 
isn't just a matter of producing more pages each 
month, but in filling those pages with material 
that is really useful. 

The articles in DPC publications—all published 
to help business men and women—give step-by- 
step explanations of how volume was increased, 
how costs were reduced, How customers were sat- 
isfied, or how advertising was made to pay off. 
We think this is why each of the DPC publica- 
tions is a widely respected leader in its field. 





| Davidson Publishing Company 


405 EAST SUPERIOR STREET, DULUTH 2, MINN. 




























Like Magic! Each 
sale changes your 
counter display. 
Donald and 
Mickey slates pair 
up in alternate or- 
der. Sell Donald 
... presto Mickey 
takes over to 
charm customers. 


No. 35 Colorful display. 81% 
x 13 slates, 2 doz. assorted. 6 
displays to shpg. case, 39 lbs. 






YOUR 


cnet 30,800,000 DISNEY AUDIENCE Builds Volume 


Every night and BIG Wednesday TV SHOW 
PROFIT . . from the Tremendous TV Tie-up! 








NEW PRODUCTS + « « (Continued from page 10) 


Gift Wrap Papers 


A new resale 
line of gift wrap 
papers in Christmas 
prints, high-gloss 
papers and foils 
— have been an- 
omy nounced by Minne- 

. sota Mining and 
Manufacturing Co., 





Department A-6-79, St. Paul. Minn. 

Called the “Sasheen’ brand gift wrap line, it includes 
Christmas prints it 12 new designs and colors; high-gloss in 
eight new colors and gift wrap foils in 16 colors and surfaces. 

Christmas prints come in 25-cent flat folds or in 49-cent 
rolls. High-gloss paper colors include white, pink, blue, yellow, 
emerald green, red, black and silver stripes on white in 59- 
cent continuous roils. Foils include four embossed surfaces 
gold squares, silver moire, gold stars and silver steps as well 
as other colors. They come in 59-cent continuous rolls. 


School Pack Display 


The Eberhard Faber Pencil Com- 
pany, 37 Greenpoint Avenue, Brookiyn, 
N. Y., is offering a new school pack 
display No. 1398-T12D. 

The new unit was designed to aid 
dealers increase their unit sales of 
pencils. The pack offers 12 yellow pen- 
cils for 49 cents. 





New Kodak Accessories 


Three new accessories for the Kodak contour projector, 
model 8, have been developed by the Eastman Kodak Com- 
pany, Rochester, N. Y. 

A special glass measuring stage for use in vertical projection 
is available with micrometers calibrated either to .001 or .0001 
For measuring angles, the firm has developed a rotary screen 
which replaces the standard ground glass screen. Also announced 
was an overlay chart holder, permitting the use of existing plastic 
or ground glass charts of varying sizes on the instrument. 


Hand Calculator 


A new Curta hand calculator has been 
marketed by the National Office Machine 
Company, 229 S. Wabash Avenue, Chi- 
cago. 

It is a precision instrument that adds, 
subtracts, multiplies, divides and extracts 
square roots, much the same as the large 
desk models. 


Toy Rifles 


Famous rifles made to one-third 
scale are being distributed by Best 
Plastics Corp., Brooklyn, N. Y. 

Included in the current series are 
the Winchester 99, the Savage 99 
with scope and the Mannlicher- 
Schoenauer. Each kit sells at 98 
cents. The gunstocks are molded in 
a variegated brown color to simulate 
actual wood gunstocks and the bar- 
rel and other metal parts are mold- 
ed in blue metallic. 














All-Metal Merchandiser 


. A self-selection type, all-metal 
merchandiser is being manufactured 
by the L. A. Darling Company, 
Bronson, Mich. 

The new unit, a double-faced 
gondola, takes 60 x 60-inches of 
floor space. Each side features three 
perforated metal shelves and a 
metal base platform. Shelves are 
adjustable in height to accommo- 
date different sized items. 


Wrist-Ray Flashlight 


Bantamlite Sales Corporation, 100 Mad- 
ison Avenue, Hempstead, N. Y., an- 
nounced a new Mickey Mouse Club wrist- 
ray, a three-color signal flashlight for boys 
and girls. 

The flashlight is equipped with a 
color dial for selecting red, green, or 
white light. A simple press switch is 
provided at the side of it for blinking out 
“secret code” light messages or for a 
strong, steady beam. 





“Show Case” Pocket Secretary 


ail , | " Paul Brothers, 560 31st Street, 

. Des Moines, Iowa, have introduced 
what is called a “Show Case Pocket 
Secretary.” 

It is made of vinyl plastic in alli- 
gator finish and has two inside cover 
compartments for currency, calling 
cards; a bound memorandum pad; 
calendar; ruler; and compartments 
for photos and credential cards. The 
retail price is $1.98. 





Desk Basket 


A new item in the Redi-Record 
line of desk accessories is a square- 
style desk basket. 

Suitable for offices and homes, the 
basket is Leatherlex bound, gold 
decorated and comes in brown, 
green, maroon or grey. They can be 
obtained from the firm at 51 W. 
21st Street, New York City. The 
suggested retail price is $1.50. 





Foldaway Drawing Board 


A foldaway drawing board has been developed by Arnot- 
Jamestown, 730 Fifth Avenue, New York City. 





The drawing board fits inside the middle drawer of a regular 
desk and pulls out when needed. Three colors are available: 
mist green, silver gray and tan-tone. 
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NOESTING PIN TICKET CO. INC. 


. . . be 
“Millions Daily 
MAIN OFFICE AND FACTORY BRANCH FACTORY 
728 E. 136th STREET 1815 WEST 74th STREET 
NEW YORK S54, N. Y. CHICAGO 36, ILL. 




























Carbon Papers 
and 


Typewriter Ribbons 





The WRITE Way 
is the SURE Way to SALES 


WRITE Carbon Papers and Typewriter 
Ribbons are long-standing favorites with 
office managers who want the best in 
office supplies for the best results from 
their s. “7. that WRITE’s 
easy-to-handle carbon papers make more 
copies, cleaner carbons, and are 
economical to use. They know 
WRITE typewriter ribbons pro- 
duce clear, c > ‘0 
sharp letters—and last longer, 
too. 


Sell your customers on WRITE 
. .. and they will come back 
time after time for WRITE’s 
high-quality Typewriter Rib- 
bons and Carbon Paper. 


For Volume PROFITS--Feature WRITE 
Send for Samples and Discounts 
oday! 


PROMPT DELIVERIES 


WRITE 


INCORPORATED 


420 Lexington Ave., New York 17, NY. 
Factory: Bridgeport, Conn. 











THE | 
Flo-master 


FAMILY PORTRAIT 














now! a rine Flo-master 
FELT TIP PEN FOR EVERY USE! 


No matter what clientele you serve—industry, business, 
education, art, retailing or the home—you can now 
provide them with the perfect Flo-master Pen and Ink 
for their particular needs. With the Advanced, the 
Regular and the King Size Flo-masters, you have a 
complete, top-quality line to meet every demand... 
insure customer satisfaction every time. 


Flo-master Inks, too, are designed to meet every requirement: 
TRANSPARENT — A pure dye, oil-based ink for general 
purpose marking on any light colored surface. Water- 
proof, non-toxic, instant-drying. 8 colors including black. 
OPAQUE — A pigmented, oil-based ink for use on any 
light or dark non-porous surface and certain other ma- 
terials such as rubber, glass and many plastics. Weather- 
proof, fast-drying, non-toxic. 10 colors including black. 
BRITE-LINE — For use in the Advanced Flo-master only 
— A clear dye, water-based ink for use on light colored 
paper or poster board. Non-penetrating, odorless, fast- 
drying, won’t transfer to other surfaces (as do colored 
oil-based inks). 8 brilliant colors & black. 2 oz. size only. 










The Flo-master C-6 Display (at left) 
— This hard-working, silent salesman 
does a year-round selling job. Avail- 
able for either the Regular or the 
Advanced_ Flo-master. 

SET AD-22A (at right)— One Ad- 
vanced Flo-master, 4 felt tips, Fine 
Mark Adapter, one 2 oz. can Trans- 
parent Flo-master Ink (any color), 2 
oz. can cleanser. $3.90. 








FELT TIP PENS 


For additional information write to: 


CUSHMAN & DENISON MFG. CO., Dept. 1., 625 Eighth Ave., New York 18 














Don't let this profit 
walk out of your store! 


SUBDIVISION 
GUIDES 





You, too, can increase your guide busi- 
ness 100% to 200%! Usually all you 
have to do is ask your customer, (1) — 
how many cards or folders they have, 


SUBDIVISION 
GUIDES 


(2) — how often these cards or folders Available in self 
heth tabs, celluloid tabs, 
are referred to, (3) — and whether ciety aeetel ‘Sabu 


normal expansion has been considered? _ pressboard and 
You will be surprised how many times bristol stock; All 
standard sizes 


you will sell 40, 80 or 120 sub-division 
sets instead of the usual 25. Try it! 
You will be gratified with the results. 


Quick service guar- 
anteed on special 
orders. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL ST. NEW YORK 13, N. Y. 








BIGGER CHRISTMAS PROFITS 
FOR YOU! IN THESE 


Two books full of best-selling designs priced for 
the volume market .. . backed by fast service 


you can count on. 
SEND FOR YOUR 2 FREE BOOKS TODAY! 


EP nant PUBLIsy, 
eS Se 
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Greentree Publishers, Inc., Box 1513, Boston 4, Mass. | 
‘ Please send me your 2 FREE books of 1956 Personal Christmas Card designs. . 
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Tacky-Finger Container 

Tacky-Finger, a moistener made by 
Evans Specialty Company, now 
comes in a bright blue plastic cop. 
tainer. 

The container is imprinted jp 
white. Tacky-Finger is a hygroscopic 
preparation which makes all paper 
and money handling easy by attract. 
ing moisture from the air to the 
fingers. It is said to be odorless. 
greaseless and will not stain. It is available trom the firm at 
1900-T E. Grace Street, Richmond, Va. 





Rollmaster Memo 


A new Rollmaster 
memo in copper has been 
introduced by the Mayer 
Manufacturing Corpora- 
tion, 3135 W. Sist Street, 
Chicago. 

Rubber feet are said to 
protect all surfaces and 
prevent sliding. It has a 
positive knob control and 
comes packaged with 250 
feet of standard adding machine roll of paper. 





Clip Badge Holder 


The introduction of the first 
completely machine produced 
clip-type convention badge hold- 
er has been announced by Kings- 
bacher-Murphy Company, 6245 
Lexington Avenue, Hollywood, 
Calif. 

The new clip-type features a 
stainless-steel clip fastened to 
the badge holder. It is available 
in standard sizes or made to 
order, 


Buffet Wagon 

The Decorative Cabinet Corpora- = 
tion, 261 Fifth Avenue, New York Oop 
City, has come out with a new fox¥e 
buffet wagon that rolls easily from 
room to room. 

It has a limed-oak plastic finish 
hardboard top and is said to be 
resistant to scratches, heat and al- 
cohol. It is easily assembled. The 
top is 31 x 18-inches and it stands 
22-inches high. The minimum quan- 
tity is 12 and the retail price is 
about $12.95. 





“Birdwatcher’s Handbook” 
A new greeting card that pro- 
vides hospital patients with some 
diversion has been released by 
Hallmark Greeting Cards, 25th 
and Grand Ave., Kansas City, 
Mo. 

Called the  “Birdwatcher's 
Handbook,” the booklet is made 
up of characterizations, in text 
and drawings, of various types 
of sickroom visitors and nurses. 
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N om Enjoy y 
S_. QUICK, EXTRA roms 


<4 


from 


GOLD STAMPING 2 


Stationery, Greeting 
Cards, Book Matches, 
~*< Paper Napkins, Playing 
Cards, etc. 


THE NEW 
Speedy 


SUPER REGAL 
AUTOMATIC FOIL FEED 


GOLD STAMPING MACHINE 


WRITE FOR DESCRIPTIVE LITERATURE 


FRANKLIN MFG. CORP. 


NORWOOD, MASS. 


Speedy and easy to 
operate. Clear, clean, 
concise gold-stamping. 
Economical! No foil 
waste whatever. Rec- 
ommended by leading 
manufacturers of 
greeting cards, 











SEND US YOUR 
NEWS 
The editors of MODERN STATIONER are always 
interested in all of the news about your company and 
your personnel. They urge you to adopt the policy 
followed by so many other stationers in forwarding 
them regular information about the activities of 
your company and its people. 
ADDRESS NEWS EDITOR 
MODERN STATIONER 


405 E. Superior St. 
Duluth 2, Minn. 














“SILK EFFECT” 


. the most unusual napkin 
Sheer and silk-like texture. 
Sells on sight. Lovely assort 
ment in two sizes for prompt 
shipment. Samples upon re- 
quest. 
















Write for illustrated price list 
on our complete line of im- 
ported Napkins, DUX Pencil 
Sharpeners and other fast sell- 
ing items for year ‘round profit. 
FRED BAUMGARTEN 

675 Cooledge Ave., N. E. 


Atlanta 6, Ga. 
Dept. E-5 
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CUT 
OUT 


AND SAVE 
you'l save plenty—profit plenty with 
Seal-C)-matic 
full line of quality moisteners and 
tape dispensers $3.50 to $55.95 








ALL METAL 





SURWAY 
Envelope and Label Moistener 


3 3.50 retail 


144" pure bristle brush, ideal for labels, stamps, envelopes, 
etc. Heavy non-tip, rustproof, all metal body, plated brass 
top, rubber feet. 

JEWEL 3” brush model ........cccscccssssssseeessseeess $4.25 retail 











NEW WALTERS 
60 Automatic 
Dispenser *18.95 

retail 
Push-down handle, dis- 
penses 3%,” to 144” wide 
gummed tape in adjust- 
able lengths 2” to 72". 
Rustproof, unbreak- 
able. Lifetime blade. Removable water 
box. Pure bristle brushes. Hammertone 
gray. 

CHROME TOP MODEL....$19.95 retail 

FLASH Brush Sealer 
$ 6.50 retail 
For tape up to 114” 
wide; removable 
aluminum water box, 
easily cleaned or filled. 
Rustproof. End-to-end 
moistening. Control 
guides offer smooth 
non-clog operation. 


Prices slightly higher 
west of Rockies. 










ORDER NOW . 
or write for illustrated 
brochure and discounts! 


-eal- O: -matic 


DISPENSER CORPORATION | 
Formerly Lipton Manufacturing Co. 


Dept. MS-5 - 52 W. Houston St., New York, N. Y 
Our 22nd Yeer 
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roll memo with the reel pencil 
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A handsome and handy unit for home or office. You'll want 
] one for the phone table, one for the kitchen wall. Will look 

handsome on his office desk, too. Permanently attached chain- 
reel mechanical pencil pulls out . . . winds back automatic- 
ally on 14-inch chain. In seven colors, white, red, turquo'se, 
brown, yellow, pink, black with chrome trim. Takes standard 
adding machine roll. 
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Division of KETCHAM & McDOUGALL, INC., Roseland, N. J. 





Send for catalog describing complete PAT line 
Stomp Keeper « Tope Keeper « Reel Riter Ball Point Pen « Pin-On Pencil 
TElottach Pencil « Key Keeper « MemoMatic « Rememo 
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Thermographers 
be 


HELIOGRAVED COMMERCIAL LINE and 








THE FLOWER WEDDING LINE 


Improve your profits 
and service with these 
Regency Features: 


© A big 50% discount 
® Orders shipped postpaid 
in 1 to 2 days 


® Heliograving—the finest 
raised lettering 


Send for your FREE catalogs today 


REGENCY THERMOGRAPHERS, 28 West 23rd Street, New York 10, N. Y. M.S. 
Please send me the FREE catalog(s) checked here: 
Commercial Line Flower Wedding Line 














Name Title. 
Address. 
City _Stote. 





Company Nome 
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Carter Display 

The Carter's Ink Company, Cam- 
bridge, Mass., has introduced a new 
display card for its indelible laundry 


pen. 

The card holds 12 ball point laundry 
pens, but is punched to hold 14. The 
pens retail at $1 each 





Taylor Products Company? 
Brookline, Mass. 
Called Kardesk, it is 


placed to the right of the 
driver. The front end is 
rubber-covered and rests on 
the dash. The rear is sup- 
ported at convenient elbow 
height. It is finished in 
hammertone grey and folds 


flat for storage. Kardesk is priced at $9.95. 


Spiral Recipe Book 


Kamket Corporation, Holyoke, Mass., is 
manufacturing the ‘“Make-Ur-Own” recipe 
book that consists of 100 ruled pages with 
five indexed sections. 

It is designed like a stenographer’s note- 
book with a spiral binding and rubber 
feet. The cover has a bright red design 
on white. It sells for about 59 cents. 





Shadow Box Display 

A new “price cut” shadow box dis- 
play for point-of-purchase use has been 
introduced by Minnesota Mining and 
Manufacturing Company, Department 
AG-78, St. Paul, Minn. 

The 11 x 16-inch display calls at- 
tention to the new price on “Scotch” 
brand No. 111 magnetic tape. 


i RG 
Scoten 
Magnetic ic Tape mm 





Bind-X Display 

A new display card featuring 
Bind-X, the label holder for index- 
ing post binders, has been released 
by the Cel-U-Dex Corporation, 1 
Main Street, Brooklyn, N. Y. 

The card measures 114% x 94% 
inches and is printed in blue, red 
and yellow. 
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A new desk for automobile ‘ 
use has been developed by / 
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more and MORE 


'¢ 2 they're asking for 
PRANG 


! REG. U SPAT OFF 






v 
, Aqeacs TEXTILE COLORS 
Nat | 
1 An amazing discovery — Prang 
USE ONLY WATER Aqua (water base) Colors bring 
ith P P ° eat e 
—mpguieinen a decorating within the reach 
Aqua Colors . . . you paint i 
right from the jor... § of everyone... for fun or profit, 
WATER thins your colors J , a ei 
|. WATER cleans your | they're fast becoming America’s 
brushes . . . WATER washes 1 number one hobby. 
your hands! i 
emia I 
- : \ I Complete Sets 
l contain everything for 


stenciling and painting many 
beautiful and useful pieces. Popular 


priced for fast selling! 


Send for complete 
literature and catalog 
of Prang Color Prod- 
ucts. Dept. MS-56 


THE AMERICAN 


CRAYON COMPANY 
SANDUSKY OHIO NEW YORK 





Winner 
in the 4th 
National 
Lithographic 
Awards 
competition 





A HOST OF NEW STRIKING EVERYDAY CARDS 
(Saleable every week of the year) 








Brand New Erasers... 


In Tune with 
Today’s Business! 
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These new Weldon Roberts Erasers 


really score where scoring counts 
most! They achieve neater, faster 


erasing of writing from today’s 
electrically and manually operated 
typewriters and office machines 


and from ball point pens and pen- 
cils. They save overhead substan- 
tially by speeding and simplifying 
the work of office employees. 

Be the first to sell these new erasers 
in your vicinity. Write 
details, 


now fer 


No. 378 GRAYPOINT. 
Paper-wrapped quality 
gray eraser for ink and 
typing. For typists, office 
workers, dvaftsmen,  ac- 
countants. Packing: 1 
dozen per box. 6 boxes 
per Yy gross carton. 






In convenient 
PAPER WRAP with 
PULL STRING for easy 
pointing 





a 


No. 448 GREEN 
GLOW: Paper- 
wrapped soft 
green eraser for a wide 
variety of pencil and clean- 
ing work. For office 
drafting and school use. 
Packing: 1 dozen per box. 
6 boxes per Yn gross 
carton. 


DISPLAY PACKING. One dis- 


play package for displaying 
No. 378 Graypoint or No. 
448 Green Glow is included 


in each 2 gross carton. 





No. 38 BALL POINT 
CLEANLY ERASES 
ALL WRITING OF 
BALL POINT PENS 
AND PENCILS. 
Handy elliptic eraser 
of special texture. At- 
tractive green color. 
Packed in attractive 
display box. 2 dozen 
to the box. 





WELDON 
ROBERTS 
RUBBER 
co. 
365 Sixth 
Avenue 
Newark 7, 


World’s_ Fore- 
most Eraser 
Specialists 



















WHAT'S THE 
REFILL 

THAT FITS 

BALL 

PENS? 


FILLS-ANY 
REFILL! 


FILLS-ANY Refills make your store 
complete |-stop ball pen refill head- 
quarters for any retractable ball 
pen.” Any ink color, any point, regu- 
lar or fine. A MICROPOINT FILLS- 
ANY Refill mekes any pen the best! 
Attractive single-dozen counter dis- 
plays. Free goods? Why, sure! But, 
quality comes first with MICRO- 
POINT! 


BIG PROFIT 48%. 


NO SLOTS TO WEAKEN— 
NO HOLES FOR LEAKIN' 








Dual sleeves insure 
clean break-off at 
a" right length every 
time. 


\ WHY STOCK 
20 WHEN | 
1S PLENTY? 


Rg 
MICROPOINT FILLS- 
ANY Refill envelope 
won national award 
for package design. 


Sr ) ¢ 
Wr direct, giving Whole 


MICROPOINT, Niet 


SUNNYVALE, CALIFORNIA 








IMPORTANT NOTICE TO 
SUBSCRIBERS 
Four weeks advance notice and oid address 


as well as the new, are necessary for change 
of subscriber’s address. 


PRINT YOUR NAME AND ADDRESS 
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NEW ITEMS... 


(Continued from page 19) 
include a Desk Cadette, a stationery hol- 
der with two pens; a desk collector with 
two pens; a desk planter with one pen; 
pens and clips; a desk smoker; and a memo 
tenda. 


Looart Studio Press, Inc., Colorado 
Springs, Colo., displayed its 1956 line of 
personalized Christmas cards. 


Metropolitan Wire Goods Corporation, 
New York City, displayed a new line of 
wrought iron plant stands and the new 
panel Erecta-shelf with seven strips in- 
stead of four in all-black matte steel or 
brass. 


National Blank Book Company, New 
York City, displayed its new school and 
social goods line. 


Robinson Reminders, Westerfield, Mass., 
exhibited a new counter display cabinet 
for self-service of its Robinson reminders. 
The display is a raised cabinet on legs 
or may be obtained without legs. 


Rocco Products Inc., Minneapolis, Minn., 
displayed a new line of handy reminder 
pads. The 4 x 6 inch pads retail at $2 
each. An automatic pencil comes with 
each reminder pad. 


Scripto, Atlanta, Ga., showed a complete 
line of packaged combination pen and 
pencil sets in gift boxes. Also displayed 
was a special display easel. 


The Seahorse Press Inc., Pelham, N. Y., 
will exhibit Seahorse fun books and a new 
activity play book called “Fun Around the 
World.” The book covers stories of child- 
ren of the world. It has 128 pages and 
sells at $1. 


The S. K. Smith Company, Chicago, 
displayed new designs by 
Freda Diamond and also new items in the 
Betty Betz line of photo albums and scrap- 
books for teenagers. 


colors and 


Stein Brothers Mfg. Co., Chicago. 
Featured in the display were three Tufide 
products the “Sophisticated Brief,” “Career 
Girl’s Brief Bag” and “Rugged Boy’s and 


i 


1 


“’ 





These new Italian American humorous 
studio cards were shown by Klein’s Card 
Lines. 





These Italian-fold correspondence notes 
were among a number of stationery 
items that were displayed by White & 
Wyckoff Manufacturing Company. 


Active Girl’s Case.” All of the items bear 
an unconditional five year guarantee. 


W. A. Sheaffer Pen Company, Fort 
Madison, lowa. A new _ popular-priced 
model of the Snorkel fountain pen was 
introduced at the show. It is priced at 
$7.95 and has all the no-dunk, clean-filling 
features of other Snorkel pens. It is 
available in five colors. 


White & Wyckoff Manufacturing Com- 
pony, Holyoke, Mass., displayed new 
Christmas greeting cards, gift stationery, 
new correspondence notes and many other 
related products. 


Arthur E. Wilson & Company, Chicago. 
Introduced was the new Flare Edge 
series of stationery in note, club and Mon- 
arch sizes. The stationery comes in a wide 
variety of colors with tinted borders. The 
boxes retail from 59 cents to $1 each. 


The Zephyr American Corporation, New 
York City — exhibited a new all-steel 
list finder, the Autodex Hercules Model. 
The pages can be removed singly. List 
price of the finder is $1.95 and it comes in 
six colors. 








Fine Leather Desk Sets 
Pads and Accessories 


NEW CATALOGUE 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 
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STACOR 


Sectional. steel filing cabinets, 
drafting and tracing tables. 
Finest drafting equipment. 
Stacor Equipment Company 
770 E. New York Ave., Brooklyn, N. Y. 








Always Get Perfect Lead Points 
With 
TRU-POINT Lead Pointer 


Used by dvaftsmen, accountants, artists 


Elward Manufacturing Co. 


Baker St., Colma, Michigan 








Beautifully engraved 
Letterheads 
Wedding Announcements 
Write for Free Displays 
National Engraving Co. 


807 S. 20th St., Birmingham, Ala. 

















Easy Sales to Offices, College Shops 


Get a stack of HARDBOARD Clipboards 
Guaranteed not to crack, splinter or 
warp under normal use. 


Hardboard Fabricators, Inc. 


59 Branch St., St. Louis, Mo. 








Ty-Dee Brand STAPLES 


“A Ty-Dee job's better’ 
Unconditionally Guaranteed 


UNITED STAPLE CO., INC. 


49-01 5th St. Long Island City, N. Y. 
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Plymouth Rubber Company 
Canton, Mass. 
PLYMOUTH Rubber Bands 
For Strength and Sales 
All Sizes 


344444446444. 


22666000. 
PHPPIPPLPOPS 7 
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THE MODERN LINE 


VALCO 


Spun-Aluminum 
Guest-Welcoming 
Accessories 


Gleaming beauty, modern styling 


team to make big profits in smart 


accessories 


Valco Company 


1311 Ann Ave. St. Louis 4, Mo. 
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PENGUIN 
Custom-built 
REFRIGERATED 
SI FuRNITURE 
Springer Industries, Inc. 


48-01 28th Ave., Long Island City, N. Y 

















|New Noble phone bracket designed tc | 
|keep telephone out of way when not 
lin use is only bracket made to hold 
|present models, can be attached to| 
|wall or desk, swings in all directions. | 
|Extends 30’, closes to 9°’. Attach- 

|ments can be furnished for every type 
installation. User is enabled to reach 
phone quickly when needed. 


NOBLE BRACKET CO. 
(3322 Boston Ave., Oakland 2, Calif. 























ONLY 


$9950 


UNDER- CAS R 
counter CASH DRAWE 
6 coin tills, 5currency compartments. 
Warning bell and dise tumbler lock. 
Made of Indiana hardwoods. Smooth 4 
lacquer interior. Natural lacquer | 
or office ay enserior (specify). 
Size 18%" W x 14%" D x 444" High. 
High Quality, Precision-Built. 
Standard Dealer Discount. 
Order or write today! 
INDIANA CASH DRAWER CO. 
P.O. Box 236N, Shelbyville, ind. 






Mfgrs. Cash 
Drawers for 
over 34 years 





PROTECTIVE COVER 
STIMULANT 
Mr. Retailer: 


ladies 


We are offering a 
pleated rainhood free with each _ type- 
writer, adding machine cover, or cuft 
protectors purchased during the months 
of May, June, and July. Write for catalog 


market. 


Dept. H-10 
BUDLEW PRODUCTS CO. 


3535 West Cortland St., Chicago 47, IM. 


Stimulate this new 








W 2 Business NOW Quick Results 


Write for samples, details. You accept 
orders. We do everything else under your 
mame. Excellent profits. 


W-2 Business NOW Quick Results 


APEX BUSINESS SYSTEMS 


Dept. MS, 540 Pearl St., N.Y. 7 BE 3-7133 











RECOMMEND 
BEACH’S 
“Common Sense” 
EXPENSE BOOKS 


BEACH PUBLISHING CO. 


7338 Woodward Ave., Detroit, Mich. 


TICKET PUNCHES 


FOR EVERY PURPOSE 
Notching - Punching - Counting 


The Hoggson & Pettis Mig, Co. 


141T Brewery St., 





New Haven, Conn. 








Let automation take over . 

Just push a button to operate the 
new HEYER electric spirit duplica- 
to. So easy to roll out clear, clean 


copies. 


A REAL TIME SAVER! 


THE 
HEYER CORPORATION 


1850 S. Kostner, 


bbLA,DAAAA Db‘ 6b060008. 


Chicago, Ill. 
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All Through the Year... 
STAKK DESK CALENDARS 


. Stand for Quality 


Fast, two-color lithographin 
us to give you the best wit 
service. 


enables 
prompt 


"In Calendars the quality mark is 
ST ARK” 


Stark Calendars 


Incorporated 
100-112 Bissel St., Joliet, Il. 
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the Stationers 
..» CALENDAR 


The dates listed here may be of in- 
terest because they are a reminder of a 
specific event or because they suggest 
promotional tie-ins for stationers for 
sales, store events or window displays 
for the period covered. 





May 20-24 — National Office Manage- 
ment Association Exposition, Philadel- 
phia’s Convention Hall and Commercial 
Museum. 


May 20-26 — Merchant Marine Book 
Week. 

May 21-24 — Office Machinery & Equip- 
ment Exposition, Philadelphia. 

May 25, 26 — NSOEA District 10 Meet- 
ing, Gladstone Hotel, Casper, Wyo. 

Mey 26 — Memorial Poppy Day. 

May 26 — National Country Music Day. 

May 30 — Memorial Day. 

June 3 — International Shut-In’s Day. 

June 3 — Jefferson Davis’ Birthday. 

June 3 — Memorial Day (Confederate). 

June 5 — Son’s Day. 

June 9-16 — National Flag Week. 

June 10 — Temperance Sunday. 

June 10-17 — Father-Son Week. 


June 11-13 — National Sales Aids Show, 
Statler Hotel, New York City. 

June 14 — Flag Day. 

June 17 — Father's Day. 

July 4 — Independence Day. 

July 8-12 — California 
and Accessories show, 
Los Angeles. 

July 14 — Ground Observer Corps Day. 

July 22-25 — Washington Gift Show, 
Hoxel Willard. 

July 29-Aug. 9 — Chicago Gift Show. 

July 29-August 9 — Chicago Gift 
Show, LaSalle Hotel and Palmer House. 

August 2-8 — National Relaxation 
Week. 

August 5 — Friendship Day. 

August 5 — Temperance Sunday. 

Aug. 5-8 — Western Merchandise Ex- 
hibitors Association fall show, San Fran- 
cisco, St. Francis and Sir Francis Drake 
Hotels. 

Aug. 12-15 — Western Merchandise Ex- 
hibitors Show, Portland Plaza and Ben- 
son Hotels. 

August 14 — Victory Day. 

August 19 — National Aviation Day. 

Aug. 19-22 — Western Merchandise Ex- 
hibitors Show, Seattle, New Washington 
and Olympic Hotels. 

Aug. 19-24 — New York Gift Show, 
Hotel New Yorker and N. Y. Trade 
Show Bldg. 

Aug. 26-28 — Western Merchandise Ex- 
hibitors Show, Spokane, Davenport 
Hotel. 


Sept. 9-13 — Boston Gift Show—Hotel 
Statler. 


Lamp, Picture 
Biltmore Hotel, 








CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the Seeonn of the ——. ame 
ing the month in which the magazine is issued. 

Order: $3.00. Names and address are to be whey in the count. 
sets of figures are to be counted as one word. 


S: 12c a word. Minimum 


‘Initials or 











HELP WANTED 





MANUFACTURER'S REPRESENTATIVE 
wanted to represent nationally sold pat- 
ented zipper ring binders, portfolios, and 
brief bags. Exclusive territories avail- 
able. Commission. Give details. Reuben 
Co., Box 31, 555 W. Jackson Blvd., a 
cago 6, Tl. 





Salesmen Wanted 
Sell 71,000 advertising novelties to busi- 
41% to 25% commissions 7 
Send $1.00 (refundable) for 
samples, catalogs, etc. Adelphia 
peciality Co. 1954 Hudson St. Cincin- 
nati 12, Ohio. 5-56 


SALESMEN 
DO YOU COVER STATIONERS-GIFT 
and DEPT. STORES? Our Newly iIn- 
novated Insert Appointment and Tele- 
phone Directories, plus other items would 
augment your earnings considerably. 
State Territory and Current Connections. 
Commission 15%. WIDDER ASSOCIATES, 
| ee AVENUE, NEW YORK 11, 


5-56 








REPRESENTATIVES WANTED 
Representative needed for New York, 
New Jersey, Western Pennsylvania; also 
New England states, for ‘well known 
line of party favors, gift- when tie-ons, 
packaged party goods. Samp es easily 
and quickly handled. Our cae should 
help sell your other lines to the station- 
ery and gift shop trade. Box 79, Modern 
Stationer, 405 East Superior Street, 
Duluth, Minnesota. 5-56 
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Outstanding California Modern Greet- 
ings for exclusive representation as an 
additioial line for top salesmen. Pro- 
tected territories. Write details, Territory 
covered and lines carried. Box 80, Mod- 
ern Stationer, 405 East eocier St., 
Duluth, Minnesota. 5-56 





REPEAT SIDELINE: ARCO Open Ring 
Rubber Bands Offer generous proposi- 
tion to reliable men. Nationally Adver- 
tised — Highest Quality — a ae — 
Samples — Quick les — Sales Protec- 
tion. World’s largest manufacturer, over 
300 varieties. Selling to Stationers, Var- 
iety Chains, Drugs, Supermarts, Meat 
and Vegetable Packers, Paper & Twine 
Jobbers. Reply: Lines carried, territory, 
general information. Alliance Rubber 
Co., 69 West Washington, Chicago, en 

-O 





FOR SALE 





For Sale - Office Equipment, Machines, 
and supply Business in best Texas Ter- 
ritory, the very Best Franchises and ser- 
vice contracts, present volume $40,000.00 
possible to double. Box 78, Modern Sta- 
tioner, 405 East Superior St., Duluth, 
Minn. 5-56 





EZY-REDE Magnifiers and Readers offer 
you fine extra sales and profits to your 
trade. Why not send for our New 1956 
complete Magnifier Catalog Today. Apex 
Specialties Co., Providence 9, R. I. 6-56 








Index 
to 
Advertisers 





Acco Products, Incorporated 
Ace Fastener Corporation 
All-Rite Pen, Incorporated 
American Crayon Company 
Angler's Products Company 
Apex Business Systems 
Baumgarten, Fred 
Beach Publishing Company 
Box Cards 
Brown, Arthur, & Bro., Incorporated.36 
Budlew Products Company 49 
Butler, A. D., Incorporated 
California Artists 
Chapel Art Studios 
Chicago Printed String Company 
Craftint Manufacturing 

OE FEET: 4th Cover 
C-Thru Ruler Company 7 
Cc & Manufecturing 





res 
Edward Manufacturing Company 
Encores, Incorporated 
Fastener Corporation ; 
Fisher Pen Company, The 
Franklin Manufacturing Corporation..45 
Gibson, C. D., and Company ............ 6 
Greentree Publishers, Incorporated. 44 
Guide System & Supply Company _....44 
Hano, Phillip, Company, Incorporated 35 
Hardboard Fabricators, Incorporated..49 
Heyer Corporation, The 49 
Hoggson & Pettis Manufacturing 
Company 
Indiana Cash Drawer Company 
Kem Plastic Playing Cards, 
Incorporated 
Ketcham & McDougall, Incorporated 46 
LaSalle Products Company . 
Lindenware Company 
Little, George F., 
Management 
Micropoint, Incorporated 
Murphy-Miller, Incorporated 
National Engraving Company ............ 
National Litho Forms Company 
Newbury Art Guild 
Noble Bracket Company 
Noesting Pin Ticket Company 
Nu-Art Engraving Company....2nd Cover 
Oakville Company Division, Scovill 
Manufacturing Company 
Paper Art Company, Incorporated 
Pike Manufacturing Corporation 
Plymouth Rubber Company 
Regency Thermographers 
Rustcraft Publishers 
Roberts, Weldon, Rubber Company... 
Saxon Paper Corporation 3 
Seal-O-Matic Dispenser Corporation... 
Speedry Products, Incorporated _...... 9 
Springer Industries, Incorporated 
Stacor Equipment Company 
Stark Calendars, Incorporated 
Stctioners Specialty Corporation _...... 
Stebco Products 
Stewart, R. A., & Company, 
Incorporated 
Strathmore Company, The 
United Staple Company, Incorporated 49 
Valco Company 49 
Victory Manufacturing Company ...... 
Volland, The P. F., Company ..........39 
Wilcox and Follett 
Write, Incorporated 
Wynn Imprint, Incorporated 
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OFFICE SUPPLIES * CANDLES « 5} HOUSEHOLD PAPER GOODS « 








DATES TO REMEMBER: 


Moy 13-15 


TENTH ANNUAL 


NEW YORK 
STATIONERY 
SHOW 


HOTEL NEW YORKER 
vw Oneus Suuutoy Noow, Moy I$ 
~ Tuo Nights Ww YPM. (Sruuday, Mouday/ 
VY Coswole visit lb whit 
Vv Diuuev Deuce Mursday Night! 
~ Fou your "Thi w Tew needs - 


SHOP THE NEW 3rd FLOOR 


SUPPLIES e DRAWING MATERIALS e 


© SHOAV4 ALUWd * SGOOD YIHLV]1 © SHaLIUMadAL 


Directed by George F. Little Management, 220 Fifth Ave., N. Y. 1 





ee 











— 
° 
2) 
<i 
VU 
w" 
* 
ww 
7 
a 
2) 
w 
” 
ud 
Vv 
Vv 
= 
a 
z 
< 
4] 
_— 
= 
<q 
o 
& 
w” 
Qa 
[4 
< 
UV 
4) 
z 
> 
< 
— 
i. 
e.- 
w” 
© 
Z 
a 
a 
< 
i-4 
> 
= 
© 
os 


© S11NOSS3IDIV GNV SIWVD * SRIYGNNS * SGYVD ONILI9N9 


SOCIAL STATIONERY e PENS AND PENCILS e OFFICE SUPPLIES « DESK ACCESSORIES 








Citipied Pormanent 


ARTISTS’ OiL COLORS 


CRAFTINT-DEVOE Artists’ Materials are backed by 


UNIT NO.1 — 3 tubes studio size (1”x 4”) of each 
color in “E” series plus 3 additional tubes of Titanium 
White, display rack, 24 copies “Painting for Fun” book 
and color cards... dealer net ... $44.34. 


ALSO AVAILABLE. ..UNITS NO. 

2,3, 4....Craftint-Devoe Oil 

Colors will simplify your inventory 

problem. Now, one line of finest- 

quality colors meets all require- tee ra. 
ments — you no longer have to THE 

sell second-grade colors to mee* 

competitive prices. 


two centuries of research and experience! 


And NOW...$50,000 in ““New Look” test-proven 
development makes world-famous CRAFTINT- 
DEVOE Artists’ Oil Colors professionally modern 
and perfect. Rich in value and of Uniform fine 
texture, these Certified Permanent Oils give 

the FINEST results. ... They are permanent and 
their consistency is just right for painting 


...not too stiff... not too fluid. 


GOOD painting requires GOOD Oil Colors 


... lasting and intermixable! CRAFTINT-DEVOE 


is formulated in a complete color-range 

of highest quality oils... scientifically 
compounded from the finest ingredients. 
To say it simply ... CRAFTINT-DEVOE, 


the quality oil colors for you. 


€ 
t f nt MANUFACTURING CO, 


NEW YORK e CLEVELAND e CHICAGO 
Main Office: 1615 Collamer Ave., Cleveland 10, ¢ 








